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NATIONAL VOICE OF THE TRADE 


_.. it’s the fame behind Se 


That’s what counts in selling shoes! The fanie 
behind this name is Roberts, Johnson & 
RAND’S half-century of leadership as fine 


shoe craftsmen. Into every pair go the quality 


the name behind the shoes! 


and consumer acceptance so carefully nurtured and safeguarded through the years. 
RAND, the new men’s line with a bright future . . . has a prosperous future for you too! 
RAND will be a name easy to remember, hard to forget . .. watch LIFE, ESQUIRE, 
SATURDAY EVENING POST for a smashing advertising campaign, designed to 
quickly establish this great name. See how this versatile line sets a style pace to more 
than match its already famed quality and custom-built appearance. RAND is going 


places . . . and you can, too, withasegiiitjmember it’s the fame behind the name that counts! 
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some styles higher 


also RANDCRAFT SHOES 
at slightly lower prices 


hill, lbw e RAND DIVISION OF INTERNATIONAL SHOE CO., ST. LOUIS 3, MISSOURI 





L panoert, BROTHERS FIND 





Bibby SATISFACTORY. 








core iaadoomey pair of Johansen casuals illustrated below show how well 
suited Colonial Sole Splits are for fine footiietic They are easily workable ... | 
flexible for comfort . . . economical for cutting . .. proved to be long wearing q 

. . and are being used by many of the country's leading manufacturers on | 
casuals . . . slippers of all types . . . infant's shoes . . . and women's street _ 

_ and dress shoes. For better value . . . longer wear . . . better looks . . . and | 


economy . . . be sure to specify this superior bottom on your future orders. 


COLONIAL TANNING COMPANY 
BOSTON 11, MASS. — 
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by EUGENE J. HARDY 


Early this month, price relief for producers of hides, leather and 
shoes seemed very unlikely. Back in business again until June 30, 1947, under a 
law which is about as inconsistent as any that ever emanated from Congress, OPA 


is apparently settling back to its old "wait and see" attitude. 


The price agency is well aware of the fact that shipments of hides, 


leather and shoes are drying up all over the lot, but is secure in the knowledge 
that in adhering to June 30 ceilings, temporarily, at least, it is merely carry- 


ing out the mandate of Congress. 


Much of the opposition to price increases or limited decontrol on 
shoes and leather comes from the policy—making officials at OPA. The men who 


are directly responsible for pricing hides, leather and shoes are cognizant of 
the fact that production is falling off, but their hands have been tied. These 
men, anxious to return to their business posts, are: attempting to fulfill a 
difficult mission, under trying conditions, but they still manage to retain 
their poise. 


The top-side attitude seems to be that while it is possible that the 
leather and allied industries are in a bad way, so are 400 to 500 other indus— 
Feaes. and OPA could never be placed in a position where it could be accused of 

avoritisn. 


The only action under consideration by OPA until August 6 was further 
broadening of the provisions of SO 162, which would mean increased prices on a 
few additional lines of footwear. 


On that date Reconversion Director John R. Steelman stepped into the 
picture, asking the Department of Justice to investigate an alleged "conspiracy" 
to withhold hides from the market; and instructing the Civilian Production Ad— 
ministration to make a check of hide inventories in the hands of slaughterers 
and collectors and of hides and processed leather held by tanners. Concurrent- 
ly, OPA reaffirmed its determination not to permit price increases for domestic 
hides and leather. It was announced, furthermore, that no export licenses had 
been issued for cattlehides and skins since June 26 and that none would be 
issued for an indefinite period except in cases of extreme urgency. 






























































To cover the removal of international controls, an amendment directing 
OPA to remove or increase domestic ceilings whenever the world price of a com- 
modity essential to the economy is high enough to cause a drop in imports or 
curtailment of domestic trade was inserted in the extension law.-. But this 
amendment contains broad phrases made up of such words as, "promptly", "amount 
substantial", etc., which give OPA plenty of leeway. OPA officials have refused 
to discuss the application of this amendment but have admitted that it will re- 


quire some action on goat, kidskin and sheepskin prices. PA, recognizing th 
i rt e of international controls e lac c ides, calfskins 
aaa kipskins under allocation to protect domestic users who do not have import 


sources. mported supplies will be allocated,and controlled in much the same 
manner as those produced domestically. 


The one factor which might prod OPA into action i he ever—threaten— 
ing possibility of being pushed out of the picture by th - rful Price 
L tion fo 























Pesca rd, set to administer decontro. : ard's action on 
ivestock ceilings, decontrolled in the law ott August 20, will have consider- 
able effect on hide and leather ceilings. . 


[TURN TO PAGE 78, PLEASE] 
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(For trade opinion on the price situation, see page 64. For com- 
plete details on the new price law and amendments, see page 91). 
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ilk of the Lette 


J OSEPH MAYER of Mayer’s Shoe 
Store, Easton, Pa., says: 

“Management is important even 
in these days when customers will 
buy almost anything and most 
stores are making money fast. Good 
judgment often means the differ- 
ence between profit and loss. Most 
people will agree that proprietors 
and managers take a personal inter- 
est in the business which the ordi- 
nary sales person does not. It is up 
to management to see that custom- 
ers are satisfied. 





“Managers frequently have the 
chance to clinch sales which other- 
wise would be lost. In some in- 
stances, sales-minded managers can 
induce customers to buy shoes far 
from the type originally wanted. I 
have in mind an occasion when a 
woman was switched from a cheap 
casual to a high-priced corrective 
shoe. Another common problem is 
the elderly person who wants a kid 
arch-support shoe. The store must 
fit and satisfy the customer from a 
stock which often lacks many of 
the shoes we thought we had to 
have to do business.” 


* * 


“STEEL AND SHOES — Ports. 
mouth’s Claim to International 
Fame”—was the caption of a full 
page ad which The Selby Shoe Com- 
pany took in The Portsmouth Times 
to welcome the new Portsmouth 
Steel Corporation, and said: 

“All Portsmouth can be proud of 
the recent plans announced by our 
two largest industries, The Ports- 
mouth Steel Corporation and The 
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Selby Shoe Company. Expansion 
is in the air—more jobs—larger 
payrolls—a happy group of Ports- 
mouth people, working together to- 
ward a mutual goal. Great prob- 
lems will be encountered — great 
problems will be overcome—with the 
wholehearted cooperation of every- 
one concerned. In peacetime, as in 
war, let’s work together—play to- 
gether—live together and pray to- 
gether—for a bigger, better Ports- 
mouth.” 

Pictures of the executives of the 
respective companies: Roger A. 
Selby, Chairman of the Board, and 
N. B. Griffin, President of The Selby 
Shoe Company — Cyrus S. Eaton, 
Chairman of the Board, and Elmer 
A. Schwartz, President of the Ports- 
mouth Steel Corp.—as well as Wm. 
R. Daley, Director of the Ports- 
mouth Steel Corp. and Director of 
The Selby Shoe Company—high- 
lighted the page. 


* * * 


RHEA NICHOLS of the Allied Kid 
Company, in discussing the future 
of the closed toe and closed heel in 
shoes, says: 

“For some time it has been a 
moot question as to what is to 
happen to shorten or prolong the 
open-toe, sling-heel era in women’s 
footwear. According to several of 
the leading shoe manufacturers, the 
plain, simple opera pump, fash- 
ioned with the heel and toe closed, 
is on the upswing in popularity. 
There will probably not be an 
immediate avalanche of such shoes 
in the stores for a number of rea- 
sons—principally, the necessity for 
new lasts having to be made and 
the fact that it is felt that such 
shoes will be high style for a time. 
But it is important to note that 
there are many women who are 
clamoring for the closed pump. 





This is mainly because of the ele- 
gance and simplicity of this type 
of shoe, which may be worn as a 
day-long accessory with practically 
any costume; and because of the 
suitability of this shoe when worn 
with the new longer daytime hem- 
line. There are numerous women, 
too, who feel that the closed heel 
and toe shoe is much more likely 
to insure perfect fit.” 


* - a 
C. E. “BILL” THORNTON, pro- 
P 
prietor of Thornton’s Shoe Store, 
Mt. Sterling, Ill., says: 








“The retail shoe store of the fu- 
ture must reflect confidence! The 
great majority of the people will no 
longer buy just a pair of shoes—as 
they are doing now (though not 
through choice). When good shoes 
are again available, the public will 
demand fit as well as styling; and 
that will mean that the shoe fitter of 
the future will be trained for his 
work, in order to merit the confi- 
dence of his customer. Not every 
Tom, Dick and Harry will be per- 
mitted to step in on Saturday after- 
noon and wrap up shoes. He will be 
required to know FEET and the 
correct way to fit them. 

“Fit and Quality, plus Style will 
be the motto of the successful shoe 
fitter of the future.” 


“|F YOU ARE PLANNING an air- 
plane trip to Europe (and they're 
becoming the vogue once more for 
buyers) cut your luggage to bare 
essentials, dress lightly, comfortably 
and casually—and carry along a 
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PRESTO CHANGE! 


—American industry is turning out 
+ mew peacetime products in spite 
bottlenecks. 


of 

—The New York Journal of Com- 
merce has published a 32-page 
tabloid entitled “New Products 
and Services” -which lists more 
than 500 new products from war- 
born synthetic raw materials to 
the latest household gadget. 

—Plastics—used in everything from 
machine parts to textiles and toys—head 
the list. 

—Magnesium alloys are reducing the 
weight of lawn furniture and garden 
tools. You can buy a canoe light enough 
for a child to carry. 

—New houses will contain’a ground 
level furnace room with outside removal 
of ashes. Already some coal furnace 
stokers require only one manual firing 
annually. 

—A business man can get office desks 
with colored tops to relieve eyestrain. 

—A farmer can find rubber boots for 
his cows and electric heating pads to 
warm his baby chicks. 

—Golfers will be driving into sand- 

traps with balls made of nylon. 

—Canned roast beef and hundreds of 
frozen foods will cut down work in the 


kitchen. 

—Christmas tree ornaments that glow 
brightly but require no wiring will do 
much to eliminate fire hazards. 

—Draperies whose glow lights a room 
might be spooky, but they're available. 

—And — if temperament abounds in 
your home—there are dishes that can be 
hurled without breaking. 


President 





few tins of food.” That’s the advice 
of three buyers from Rich’s, Atlan- 
ta, Ga., just back from a month in 
England, France, Switzerland and 
Belgium. 

“You feel better if you take some 
food along,” said Catherine Rice, 
one of the directors of Rich’s, who 
flew across. “When you take food 
you haven’t that feeling of taking 
something from someone who des- 
perately needs it.” 


president of Sar- 
vay Shoe Co., Cortland, N. Y., says: 


“There aren’t many stores like 


JOHN. SARVAY, 


ours left. We have a big store here, 
although a stranger wouldn’t be apt 
to find it easily on this side street. 
Normally we carry a large stock. 
Even now, although we are about 
2500 pairs below normal inventory, 
we have a fair stock. Yet we have 
always kept a small-town atmos- 
phere ‘about our store. Our custom- 
ers call us by our first names and 
would be offended if we didn’t do 
the same. People drop in to talk or 
smoke or just pass the time. It re- 
minds you somewhat of the old 
country store. 

“We try to make it a comfortable 
and friendly place. We are even 
aided by a kind of natural air-con- 
ditioning we enjoy. The building 
is generally warm in the winter and 
cool in summer. Our employees like 
it here, too. One of them has been 
with us for over 51 years. 

“However, this leisurely and in- 
formal atmosphere doesn’t keep us 
from selling shoes, and plenty of 


them.” 
2 7 - 


EDWIN SHAFER of Shafer & 
Lohrman, Allentown, Pa., says: 
“Like many other shoe stores, 
we intend to make several changes 
in our operating policies when con- 
ditions warrant. One of these 


changes will be a revision of buy- 


- ing to eliminate firms with whom 


our dealings have been unsatisfac- 
tory. At present we are buying from 
fewer sources than before the war. 
Because of our great need for 
shoes we are putting up with things 
from a few factories and whole- 
salers which we will not submit to 
when things approach normal. That 


is only natural. 














“Manufacturers prefer to sell in 
volume. They would rather have a 
few big accounts than many small 
ones. This makes it bad for the 
small retailer who is already being 
squeezed by inflation. Ours is a 
small store, which makes it neces- 
sary to watch buying carefully. We 
avoid novelties and prefer to con- 
centrate on conservative shoes 
suitable for a family store. Sensible 
buying on the part of the public 
will be encouraged if government 
controls are relaxed gradually.” 








"They feel O.K., but | never buy shoes unless they are X-ray fitted.” 
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They Passed a Law 


THE Congressional performance that preceded the pas- 
sage of the battered and patched-up price control law 
was a pretty sorry spectacle from start to finish. It was 
characterized by dilatory tactics, delay, filibustering, log- 
rolling, appeals to pressure groups and most of the 
varied kinds of political maneuvering to which poli- 
ticians are likely to resort in an election year. 

Everybody knew price controls were due to expire 
June 30th, and the need for early consideration was 
brought to the attention of the Congress by the President 
many months before that date. But the temptation to 
procrastinate and play the game of politics was such 
that a decision was delayed until the eleventh hour. Then 
the measure that emerged was of such a character that 
it was promptly rejected by Mr. Truman because of its 
failure to embody either the letter or the spirit of his 
recommendations. 

Assuming that he was determined to have price con- 
trols continued, the President might better have signed 
the measure that was first presented to him, just prior 
to the expiration date of OPA controls. At least he 
would have spared the country the period of price un- 
certainty that followed, and likewise the confusion, pain- 
ful readjustments and positive losses that have occurred 
as a result of the feeble, futile and belated attempt to 
put Humpty-Dumpty together again. But, save to the 
extent that it may shed some light to guide our future 
footsteps through the morass that lies ahead of us, it’s 
probably idle for Mr. Truman or any of us to spend” 
much time at this juncture in meditation on what he 
should have done but didn’t. 

Anyway, we have a law. And what a law it is! As 
was to be expected in view of the tortuous path it had 
to follow, this latest price control enactment pleases 
neither the merchant nor the manufacturer who must 
abide by it, the consumer in whose interest it suposedly 
was enacted, nor the people in OPA who must adminis- 
ter it. For all practical purposes, even many of its 
sponsors will concede that it is a law that cannot be ad- 
ministered. And already it is apparent that the country 
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is saddled with a price control law that cannot begin 
to fufill the purposes for which it was intended. 

Furthermore, the law has brought one industry—the 
one in which we are most vitally interested—to the 
brink of a complete standstill, as noted elsewhere in 
this issue. Merchants are faced with dwindling in- 
ventories and little prospect for replenishment in the 
immediate future. They are in the middle of a squeeze; 
confronted on the one hand with heavy demands by con- 
sumers, and on the other by lack of merchandise to sell 
them, they also face the possibility, if relief is given to 
the tanners, of having to absorb the increases which 
were forced on them during the 25-day period when 
no controls existed. 


THE primary purpose of a law of this kind is to pre- 
vent inflation, but it’s pretty apparent by now that, in 
spite of price controls, a considerable amount of infla- 
tion is already here. As commonly use, the word infla- 
tion is likely to be misleading because few people have 


a very clear conception of what it means. It can be used 


to signify different things. It isn’t necessarily synon- 
ymous with rising prices, although rising prices almost 
invariably follow inflation. But prices often rise, even 
sharply, as a result of normal functioning of the law of 
supply and demand, without the kind of inflation most 
of us have in mind. 

Inflation of the kind that millions of Americans fear 
today is most likely to result when an extraordinary in- 
crease in the volume of currency or credit has occurred, 
and particularly when it has been accompanied by no 
corresponding increase in the production of useful goods 
and services. The volume of business financed through 
government borrowing from banks and: individuals in- 
creased enormously during the war, and deficit financ- 
ing through the banks was highly inflationary. The 
volume of money in circulation has also increased 
enormously, adding to the inflationary pressure. 

And yet the Congress, which has given so much time 
and futile effort to the attempt to construct a compro- 
[TURN TO PAGE 70, PLEASE] 
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m EVENIN 
’ SHOE 


Tailored elegance is the style 

note of this formal dinner suit 

of “winter wheat” wool from | 
Herbert Sondheim’s new collec- HE 


tion. Gold sequin cuffs and ascot the cc 
scarf on high neck, smart ac- trimn 
cents with gold or gold-trimmed face 


shoes. Photograph courtesy 


New York Dress Institute. satin, 
thine 
Three shoes below. Left: Tintable “tribut 
white satin combined with gold ing t) 
kid makes smart many-purpose ing ¢ 
evening pump from I. Miller. Cen- Th 
ter: Gold kid platform and rhine- 
stone-studded gold kid vamp trim- these 
ming add glamour to this evening most 
sandal in tintable ripple wave pend 
crepe from Mackey-Starr. Right: mate 
Very dainty and light looking this the s 
all-over gold kid pump with fly- ie } 


away ornament from John Marino. 








A Boot and Shoe Recorder Fashion Study ye Eleanor Rutledge 


Reflect Return Of ELEGANCE.. 


a feeling of luxury is strong in evening shoes for 
the coming season. Materials are beautiful and rich and 
trimmings jewel-like and sparkling. The gleaming sur- 


Right: Graceful, very open 
stepin combines, for orna- 
mentation, silver kid vamp 
with gold kid platform and 
heel from Royal Footwear. 


face of gold and silver kidskin; the fine textures of 
satin, faille, crepe and brocade; sequins, jewels and 
thinestones; painted and tooled treatments—all con- 
“tribute to this effect. Unable to make evening shoes dur- 
ing the war, manufacturers have taken pleasure in mak- 
ing them as beautiful as possible. 

There is a noticeable restraint, however, in the way 
these trimmings and materials are used. Some of the 
most beautiful shoes have no trimming at all and de- 
pend on graceful silhouette and fine workmanship and 
material to give them beauty and distinction. Although 
the sandal is still the number one pattern, more pumps 
are being shown with sling back, open toe and shanks. 
They are being made in greater quantities, according to 
manufacturers, partly because of the enormous popular- 
ity of sling pumps for daytime wear during the past few 


> 


‘ 


Below: Gold and silver kid 
combine to make a beautiful 
many-occasion evening san- 


dal from Palter DeLiso. 


Above: Fine stripping of 
gold kid interwoven in the 
vamp gives a lift to this sim- 
ple black faille sandal, airy 
and graceful, from Tupper. 





Above: Simplicity of treat- 
ment and silhouette makes 
for style distinction in this 
a old kid platform 

uckerman & Fox. 





Bare shoulder: and tiny waistline, 

tuated by loosely draped bodice anj 
lowing petal skirt with slit, are signi 
style trends in this wood brow, 

dress from Nettie Rosenstein’s new; 
tion. Long taffeta gloves, embroj 
in gold paillettes, can be coordinated 
jewelled, sequinned or gold kid shoe, 


Three shoes below: Left: Heavy heel, 
thick platform and multicolor beading on 
black satin sandal from La Mulee. Center: 
Extreme simplicity is in this black satin 
sling pump, with or without ornament, 
from Thomas Cort. Lower right: Silk 
brocade in gold and rose on écru ground 
brings back elegance in sandalized 
Customcraft stepin from Schwartz & 
Benjamin. 
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“preparing for a Fall Season Which Is Slated To Be the Most Formal and 


L— 





tline, 
ice nd :  {gmurious Since Pre-War Days, Makers of Fine Evening Shoes Have Done 
an 
| new ¢ 
id shoes, 


Best with Limited Materials and Other Production Problems To 
Meet Your Needs. There Will Not Be As Many Shoes As You Would 
i vo Seo or Your Customer To Buy, But There Will Be Enough :. re | 


Give a Heartening Lift to the Spirits and a Brighter, Mord Luxurious 
Look to Your Windows. This Fall Build Prestige for the sane or 
“| 


years. In sandals the ankle strap, both narrow and E 
wide, the latter smartly widened at the front, is still a 
_ yery important style. ~\ISS >, 
| Among trimming treatments multi-color stones, se- 
- quins or rhinestones are being used by leading manu- 
facturers on-vamps, platforms and heels with striking Above: Dramatic and very 
It is interesting to note the growing apprecia- high style is this next-to- 
n of the style appeal of heel ornamentations. Plat- nothing white satin “Sandal 
Scandal” from Delman. 
: generally speaking, are lower, even on formal 
shoes where it might be expected that they would con- 
Hinue to be an inch or kigher. The higher ones are still 
being made but in limited quantities and usually by 
*manufacturers who specialize in dramatizing their 
“glamour shoes. 
These manufacturers have been quick.to discover the 
' new style interest created by ornamenting the heels as 
well as the platform soles. Among the simplest and 
most effective ways of decorating a shoe is the com- 
’ bination of two materials or two colors in the same ma- 
[TURN TO PAGE 76, PLEASE] 



































| 









Above: The quiet richness of 
black faille is brightened by 
circles of multicclor stones 
on this platform ankle strap 
from Newton Elkin. 















Below: Multicolor sequins 
combine with soft satin bow 









to give feminine charm to Below: Grace and sparkle in 
this dainty but luxurious this black satin sandal with 
satin sandal from Jerro. gold kid platform, sequin 






ornament from Cangemi. 








Looking toward the back of the store. Notice the effective contrast between the gaily 
patterned wallpaper sections and the solid colored panels which alternate. 


Luxury Setting for High Style Shoes 


Adrienne's in St. Louis, Appealing to Women Seeking 
Extreme Fashions.in Footwear, Provides an Ultra-Modern 
Decor Which Refiects the Type of Shoes Carried Here. 


DALLAS NEELY, 
manager of Adrienne’s 
Shoe Salon, St. Louis. 


ANEW peak in suave atmosphere 
merchandising has been established 
by Adrienne’s in St. Louis, which 
opened its bid to an exclusive cli- 
entele a short while ago. Situated 
in the heart of the city’s fashion 
district, the new shoe store goes all 
out in its appeal to the woman in 
search of high style footwear. Com- 
pact in a 25-foot width, it neverthe- 
less achieves an illusion of spacious 
luxury that has the discriminating 
shopper half sold by the time she is 
seated. 

The modernistic decor starts with 


the street display, which consists of 
six shadow boxes projecting at 
waist height two feet into the wide 
lobby beyond the general window 
line. These permit the viewing of 
shoes from all angles and allow fea- 
ture display of many styles without 
the appearance of cluttered win- 
dows. Elimination of glare and 
shadows in the protruding boxes 
makes close examination of foot- 
wear easy. 

The lobby panels and ceiling are 
done in a subdued gray, matching 
the interior decoration scheme. 


Boot and Shoe Recorder 














Looking toward the front of 
the store. The large mirror on 
the right wall heightens the 
store’s luxurious atmosphere. 


Overhead spotlights give the en- 
trance-way a soft, pleasing illumina- 
tion. 

Inside are modernistic furnish- 
ings throughout, with the shadow 
box display system continued by 
means of glass cases inset in panels 
at waist levels. Furniture is blond 
mahogany with red cord upholstery 
contrasting with mauve floor cover- 
ings and light gray ceiling. A large 
dome-like recession in the ceiling 
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has concealed fluorescent tubing 
about its circumference, which 
spreads just the proper amount of 
light uniformly over the entire 
room. 

Walls are adorned with panels of 
solid color alternating with sections 
of paper bearing zodiac designs. 

“Midway back in one sidewall is set 
a 10-foot-square mirror, reflecting 
with startling clarity the contrasting 
colors of a center display-and-seat- 


Waist-high shadow box win- 

dows line the entrance to 

the store. The effect is sim- 
ple, but most effective. 


ing piece built in the shape of an 

obese Z. 
The 

throughout, and soft music is piped 


store is air - conditioned 
in through loud speakers. Within 
reaching distance everywhere are 
transparent plastic ashstands. 
Merchandising emphasis is on 
smart, extreme styles in the $12 to 
$27.50 price range, with the aver- 
age being perhaps $14.95. An ex- 
[TURN TO PAGE 76, PLEASE] 
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WEST COAST 
ENJOY ANNUAL 


Foor Hundred Shoe Men and Their Wives 
Attend Second Yearly Golf Tournament 
Sponsored by West Coast Shoe Travelers 
Associates. Over 100 Golfers Vie for 
BOOT AND SHOE RECORDER TROPHY. 


PHOTOGRAPHED ON THIS PAGE 
COUNTER-CLOCK WISE 


Trophy winners in the ladies’ class are Medames 

Oscar Daley with the low gross trophy, Joe Stetten 

and John S. Farrington, second and third low 

gross, with Don Winneguth first low net, Clarence 

F. Goodwin second low net and Gil Winneguth, 
third low net. 


Stanley Fraze, Wonder Shoe Store, Glendale, third 
low gross winner in the retailer division with 
Emil Goldman to the left. 


A presidential conference. Left, Harry J. Evans, 

past president W.CS.T.A. and vice-president 

N.S.T.A.; Billy Hootkins, past president Southwest 

Shoe Travelers Association, and Carl O. Johnson, 
president W.C.S.T.A. 


Tom Malley surrounded himself with C. H. Knox 
of the George Schwab store, E. S. Horrick, Buf- 
fum’s, Long Beach, and Jack Copas, Bullock's. 


Mrs. Ruth Hamilton, chair- Low gross was won by Alex 
man of the ladies’ entertain- Green with an 80, while Hal 
ment committee, receives her Long, left, was next with 
engraved gold plate from a score of 81. 

Carl Winneguth. 


MEMBERS of the West Coast Shoe Travelers Associ- 
ates and their wives attended the second annual golf 
tournament given by the association in Los Angeles, re- 
cently. Over $7,000, to go into the group’s welfare fund, 
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TRAVELERS 
OUTING 


was taken in at the outing, and it is expected that this 
amount will be raised by further contributions to 
$10,000. 

More than 100 golfers, out of the 400 shoe men and 
women present, competed for the Boot anp SHoe Re- 
CORDER trophy. Every woman present received as a gift 
a pair of nylon hosiery, while other trophies and prizes 
were donated by retailers and wholesalers attending 
the event. These were awarded to winners in the bridge 
and gin rummy contests. 

Mrs. Ruth Hamilton. chairman of the ladies’ enter- 
tainment committee; Dave Holcome, secretary-treasurer 
in charge of financial arrangements for the outing; and 
Jack Farrington, chairman of the prize committee, re- 
ceived gold plates with an engraved testimonial of the as- 
sociation’s appreciation of the service they rendered. 


PHOTOGRAPHED ON THIS PAGE CLOCKWISE 


R. A. Ridenour, San Diego, receives the Boot and 
Shoe Recorder trophy for low gross in the re- 
,tailers’ division from Harry R. Terhune. 


George Schwab, Westwood Village retailer, winner 
of the second low net, smiles over his trophy while 
Harry J.- Evans, left and Harry R. Terhune look on. 


Dick Graffis, San Francisco, first low net winner 
among the retailers, gets his memento of the 
occasion. 

* 
R. A McDonald, fourth in the low net gross 
the travelers, was pleased with his award. 
Farrington is at the left. 





A hoard of private 
cars carrying com- 
paratively few pas- 
sengers tying up 
traffic and making 
access to the busi- 
ness district diffi- 
cult, is costing re- 
tailers millions in 
lost profits. Cus 
tomers will go else- 
where to shop un- 
less an efficient 
public transit sys- 
tem with modern 
vehicles is estab- 
lished to make 
downtown areas 
easily accessible. 


The Retailer's Stake 
In Easing Traffic Jams 


Broad highways with adequate public transit systems such as that shown here are most bene- 
ficial to the retailer. No congested streets discourage customers who come downtown to shop.” 
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vate automobiles. 


Traffic Congestion in City Streets Means More Decen- 
tralization of Shopping Areas and Fewer Sales for City 


Stores. 


Shoe Retailers as Well as Those Handling 


Other Merchandise Have a Definite Interest in Reliev- 
ing Such Congestion and Avoiding Decentralization. 


EVERY retail shoe merchant who depends on customers 
reaching his store by some means of vehicular transpor- 
tation, should be greatly concerned with the ever-grow- 
ing traffic congestion that is plaguing the downtown 
areas of the nation’s cities. The majority-of retail shoe 
outlets are located in the center of the downtown shop- 
ping district and are vitally affected. 

Unless this traffic problem is solved, and solved quick- 
ly, the prewar trend toward decentralization of the shop- 
ping area-will continue, to the direct disadvantage of the 
shoe retailer and his business. Customers must be able 
to get to his store quickly and comfortably, or they will 
look elsewhere to make their purchases. 

In many cities, decentralization has already made dan- 
gerous inroads. New York department stores have estab- 
lished branches in suburban areas. In Philadelphia, a 
new shopping center has sprung up near 69th Street, 
blocks away from the central business district. In other 
cities, new community sales centers are being built up in 
outlying districts. ° 

Even in cities of less than 100,000 population, per- 
haps the most profitable retail trading areas of the na- 
tion, new shopping areas are blossoming forth away 
from the central business district. If this trend con- 
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tinues, and there is every indication that it will, the 
downtown shoe store will lose heavily in customers and 
profits. New, smaller, branch stores will have to be 
established in the decentralized areas, a costly and diffi- 
cult procedure. 

The answer to this problem is almost entirely that of 
transportation. The prospective customers do not want 
lo drive their cars downtown through congested streets 
and find themselves unable to get a parking place 
within blocks of their destination. 

Retailers are learning that large numbers of cars 
passing their doors do not necessarily mean more cus- 
tomers. A survey by the Philadelphia Traffic Bureau 
completed in January, 1946, revealed that only 8.4 per 
cent of the persons who come into the city to shop travel 
by private automobile. Seventy-five per cent use the 
public transit vehicles, and the remainder travel by train 
or walk. 

The nation’s city planners and transit experts all 
agree that the problem is not one of moving vehicles, 
tut of moving people. Fast, efficient and comfortable 
public transit service has to be the answer. 

One school of thought advocates superhighways and 

[TURN TO PAGE 76, PLEASE] 
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Trade Leaders Demand Rapid Price Action 


Threatened Shutdown of Shoe Industry Caused by Failure of 
Packers to Deliver Hides at June 30th Ceilings Results in Ex- 
treme Confusion—Shoe and Leather Groups Urge Immediate 
Measures to Insure Free Flow of Leather. Three-Point Program 
Outlined by Reconversion Director Steelman. 


(For an analysis of the actual price legislation, see 
article on page 91.) 


FACED with what threatened to be a complete shut- 
down of shoe manufacturing as the result of the impasse 
created, first, by the swift rise in the world prices of 
hides and skins; second, by the failure of domestic 
packers to accept for their hides little less than the 
world price; and, third, by the OPA’s reimposition of 
June 30 ceilings on leather and that organization’s sub- 
sequent refusal to reconsider its action, trade reaction 
was violent. t 

Nor was it changed by the announcement on August 
6 by Reconversion Director John R. Steelman of a 
“crack-down” on what he referred to as hide specula- 
tion, said “crack-down” to be implemented (1) by 
asking the Department of Justice to investigate reports 
of an industry “conspirarcy” to withhold hides in an 
attempt either to force decontrol or increase prices; 
and (2) by ordering the Civilian Production Adminis- 
tration to make a check of hide inventories held by 
slaughterers and collectors as well as of hides and 
leather held by tanners—these steps, he said, to be 
taken under the broad powers conferred on the gov- 
ernment under the Second War Powers Act, the 
Criminal Code and the anti-trust laws; underlining all 
of which the OPA reaffirmed its determination not to 
permit price increases for domestic hides and for 
leather made from those hides. 


Urge Immediate Steps 

The Tanners’ Council of America, the National Shoe 
Manufacturers’ Association, the New England Shoe and 
Leather Association and individual manufacturers in 
every part of the country pointed out that tanners were 
in no position to buy hides and take a loss; that no 
leather, therefore, could be shipped to shoe manufac- 
turers since leather is priced on a replacement basis; 
that, without leather, the shoe manufacturing industry 
would have to cease operating. Overnight, furthermore, 
predictions that important factories in various parts of 
the country, would have to close within a few days be- 
came first page news in many metropolitan dailies. Aug- 
ust shoe production, it was freely said, might be cut 
by as much as 50 per cent. 
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The need for relief, they pointed out, was imme- 
diate—a condition to be faced now, not a problem to 
be solved over an extended period of time. 

Commenting on conditions as they developed rapidly 
following the re-birth of OPA on July 26, the Tanners’ 
Council asserted that “all factors agree that the most im- 
portant consideration facing business and the OPA is to 
maintain the production of shoes. Output during the first 
six months had begun to reach a basis which held the 
promise of a balance in supply and demand. Some 
types of shoes were already being made in quantities 
sufficient to meet demand. Within a few months, if pro- 
duction is not interrupted, the critical period might be 
passed and thereby the pressure in the price structure of 
hides, skins, leather and shoes might begin to ease. 
With that basic consideration in mind, OPA cannot 
afford to delay adopting a policy as quickly as possible 
which will unfreeze the flow of material to the manu- 
facturer and the consumer.” 

It was made abundantly clear by the Tanners’ Coun- 
cil of America, in a wire to Reconversion Director John 
R. Steelman, dated August 7, that no blame can be at- 
tached to-the tanning industry “since tanners have not 
been able to buy hides or skins at OPA ceiling prices 
and, therefore, shipments of raw materials to the na- 
tion’s tanneries have been almost completely halted” 
and inventories of raw materials in the hands of tan- 
ners at the end of June, 1946, were “lower than in any 
other peacetime period.” 


See Need for Positive Action 

The National Shoe Manufacturers’ Association, in 
reporting to its members on a meeting in Washington 
between shoe manufacturers and OPA Administrator 
Paul Porter, during the course of which the OPA head 
was quoted as having said he did not believe the new 
statute as written gave him the authority to decontrol 
hides, leather and shoes, commented: 

“We are certain that all OPA officials who deal with 
hide, leather and shoe pricing problems, fully realize 
the seriousness of the situation facing them and the in- 

[TURN TO PAGE 80, PLEASE] 
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hoe Business Booms 
n the Argentine 





Charles Steen, Buyer for Wohl Shoe 
Co., St. Louis, Recently Returned 
from Argentina, Reports Prosperous 
Condition of Shoe Manufacturing 
Due Partly to Export Business 


Mr. Steen, photographed as he boarded the plane 


in which he flew to Buenos Aires. 


THAT the retailing of women’s 
shoes in Buenos Aires, capital city 
of the Argentine, while almost as 
highly competitive as in this coun- 
try, is decidedly less complicated, 
is apparent from a report made by 
Charles Steen, buyer for the Wohl 


Shoe Company of St. Louis, re- 
cently returned from that country. 
Having gone there primarily to buy 
footwear which cannot as yet be 
duplicated in this country, Mr. 
Steen nevertheless took time out for 
window shopping and made his 








Above: Argentinian shoe factories, with few 
exceptions, lack modern equipment. Now 
that boom times have given them the cash 


to buy, they cannot get deliveries. 


Right: 


Interior view of a shoe workshop, or taller, 
where shoes are made by hand. Production 


ranges from 10 to 100 pairs daily. 


own investigation of how stores are 
operated in that country to the 
South. 

“La Calle Florida, the Fifth Ave- 
nue or Rue de la Paix of the city,” 
says Mr. Steen, “must have sixty 
or seventy shoe stores within the 
ten blocks of its length. You can 
see hundreds of styles in these 
stores but just try to buy a pair in 
your size. You will find that there 
are not more than two or three 
pairs of a style in stock. However, 
most of these stores have a connec- 
tion with a small workshop or may 
even own a small factory, and you 
can have the pair you choose made 
up in the size and material you 
desire. Delivery is promised with- 
in a week and made within a month. 

“In contrast to the honest pricing 

[TURN TO PAGE 78, PLEASE] 
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The selling success of PHYSICAL CULTURE 
shoes is firmly planted on the smartness, quality 
and fit that women want and buy. With 
these shoes’ famous flexibility for complete comfort, 

you have every reason for the great and 
growing PHYSICAL CULTURE 


popularity that means 








business for you! 





To Retail 
$8.95 and up 


The Selby Shoe Company 


New York Office: 926 Marbridge Bldg. + Los Angeles Office: Lankershim Hotel 
Sey | ARCH PRESERVER + ACTIVE MODERNS + TRU-POISE + STYL-EEZ 
cs. | EASY GOERS + PHYSICAL CULTURE + GROUND GRIPPER + CANTILEVER 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 





Mattapaclriing mi Markets 


. 

Chicago 
Durinc the time when OPA was in a state of suspension, 
numberless manufacturers promptly raised the prices of 
their footwear and made shipments to retailers with in- 
voices showing increases anywhere from 10 per cent to 
40 per cent. Although most dealers were considerably 
startled at the rapidity with which this was accomplished 
—not only the billing but the receipt of the merchandise 
itselfi—they accepted it, since every store is in desperate 
straits for footwear. 

However, those stores who had declared on July 1 that 
they would not increase their prices but would hold the 
‘ine as long as possible, soon found themselves in some- 
thing of a quandary. They sincerely want to maintain as 
long as possible an equitable and reasonable price struc- 
ture for the public. But with higher costs, this obviously 
cannot be done on the old basis. This means their price 
lines must be changed, which today means “raised.” Be- 
cause of this uncertainty quite a number of the stores have 
put aside the merchandise recently received during what 
imight be termed the interim period of the OPA and will 
not place it on sale, until decisions are reached, until offi- 
cial increases are granted by the revived OPA, until the 
industry at large arrives at some equitable solution. 

From the manufacturing viewpoint it is not surprising 
that increases were made all along the line. With the 
tanners paying more for their hides and all costs of raw 
materials having advanced very markedly, naturally this 
must be reflected in the cost of the finished product. But 
the complaint of the retailers is that the manufacturer has 
come through with “too much too fast.” They maintain 
that this recent merchandise ostensibly was made some time 
ago, that it was not manufactured at replacement costs, and 
that if they could ship shoes at a given price on June 29, 
there is so sound justification for a much higher price for 
that shipped a week later. However, many a manufacturer 
feels he has been getting the short end of the deal for a 
long time and with the opportunity to make up some of 
his past losses, it is only human that he should take advan- 
tage of a situation when it presents itself. 

On the international scene Russia is now the “Big Butter 
and Leather Man.” The Soviet Union has outbid many 
vther buyers, and tanners say enormous quantities of calf- 
skin and sole leather are now headed for Russian ports. 
This is another factor, and an important one, in the leather 
shortages which our country is experiencing. Shoe men 
believe it will take at least six months before the supply 
and demand of footwear will achieve a normal adjustment. 
There is many a shoe buyer who has not much more than 
a verbal agreement with his resources. He needs stock, 
he has confidence in the basic integrity of his manufac- 
turers and he said in effect: “Send me shoes whenever you 
can. I know your prices will be fair, reflecting the condi- 
tions under which they will be produced.” On this basis 








he accepts what is sent him and must fix his retail prices 
accordingly. Although the OPA is working valiantly to 
achieve a fair basis for the many facets of the industry, 
there are still lots of bugs in the mechanism which must 
be got out before the majority of people—both producer 
and consumer—will be satisfied. 


St. Louis 


Wirth the hope that OPA would take quick action to open 
the tie-up in shipments of hides by hide dealers and de- 
liveries of leathers by tanners, the St. Louis shoe industry 
was described by one executive as approaching a “produc- 
tion stagnation” unless leather deliveries are resumed 
shortly. 

Tanners have refused to ship leathers, the industry be- 
lieves, because the OPA, since its resurrection, has not set 
up machinery for the free flow of hides. Until a. positive 
policy on hide and leather ceilings is forthcoming, the 
industry does not expect the situation to improve. 

Some shoe executives said tanners still were producing, 
however, though not selling. Their supplies, however, soon 
would be exhausted, unless hide dealers resumed shipments. 

John A. Bush, president of Brown Shoe Co., declared 
it was up to the administration of OPA “to break the jam.” 
He said that leather supplies of his. firm would allow pro- 
duction to continue only for a few more days, and advocated 
“decontrol for the industry” in which “competition would 
set the prices” as being the best solution to the produc- 
tion tie-up. 

Similar sentiments have been expressed from other parts 
of the industry with the advancement of a forecast that 
mereased cattle kills would tend to stabilize hide prices 
without the control of OPA, even though hides jumped 
from a 15% cents a pound ceiling to between 25 and 27 
cents a pound during the three weeks’ interval when OPA 
was non-existent. 


Boston 


Bosron’s wholesale market continued to be quiet during 
the first week in August insofar as buying was concerned 
although there were numerous inquiries seeking information 
concerning conditions, particularly those in the field of 
leather prices, as well as inquiries as to the probable ship- 
ment dates of shoes on order. Many of the larger buyers, 
as has been reported before, were conspicuously out of the 
market for the time being, having made it clear that they 
will buy only when shoes are needed. It thus begins to 
look as though all the recent uncertainty as to prices and 
availability of supplies has resulted in determination om 
ihe part of many buyers to purchase closer to actual needs, 
[TURN TO PACE 107, PLEASE] 
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It’s a great day for the men at the 

fitting stools when the Trimfoot 

Man PAYS a visit. It means more 

money for them... and greater vol- . 

Dik dilins for you: Breeybody ven APPLIANCE PRODUCTS DIVISION 
ognizes the Trimfoot Man by the 

dollar bill in his breast pocket. 

Write Trimfoot today and ask 

him to call. 


TRIMFOOT COMPANY « TRIMFOOT TERRACE « FARMINGTON, MISSOURI, U.S: A; 
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PIPPINS have become the first love of America's 
fastest slipper departments. And, the reason for this 
unheard-of popularity is indeed a simple one. Pippins, 
America's Cleverest Slipper and Outdoor Casual 
Set-up brings them the Right promotion at the Right 
time . . . styles that are selling in correct colors and 
combinations and in fashion-approved materials. Cur- 
rently in favor is this TRACERY design embroidered 
in multi-color combinations. Of course, it was a Pippins 
first and it features the famous Pippins construction, 
which insures flexibility for its platform. And Pippins’ 
arch wedge and softly cushioned heel seat makes it the 
very picture of comfort. For the stream-lined slipper 
selling you will find so necessary in the competitive 
seasons ahead, Pippins, the complete slipper and ouf- 
door casual set-up, becomes a "must." Take a peek 
at Pippins picture before you make any further com- 
mitments. 


WRITE FOR DISPLAY MATERIAL. 
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Editorial Outlook 
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mise price control measure that would please every. 
body, has given relatively little consideration to what 
should be done to attack inflation at the source. It has 
concerned itself mainly with the symptoms. Instead of 
adopting a program of rigid government economy, for 
example, it has voted to add more billions to the govern. 
ment’s expenditures and future commitments. There 
is doubtless much to be said in favor of projects like the 
loan to British and terminal leave payments to veterans, 
But how far can the United States of America, rich as 
it is, afford to carry this policy of deficit financing in 
time of peace and prosperity, without serious damage to 
the nation’s credit and all the inflationary effects that 
are sure to follow? : 

Secretary Snyder has gone on record in favor of a 
balanced budget and President Truman has given ex. 
pression to similar views. But it takes firm determina- 
tion as well as good intentions to accomplish such a 
purpose, and it never will be accomplished, nor will 
inflation be avoided, unless the Congress puts an end 
to paying poltics with the people’s money for the ap- 
peasement of pressure groups. 

All of the foregoing affords little guidance to the 
hard-pressed shoe man who is seeking light on how to 
solve his price problems amid present-day confusions. 
But regardless of those problems, perhaps these and 
other recent exposures of the failure of the people's 
representatives in Congress to measure up to their re 
sponsibilities suggests the need for some pretty serious 
long-term thinking on the part of every citizen between 
now and next November. Perhaps the only way to 
arouse the Congress to a realization of the need of a 
more intelligent and conscientious approach to the prob- 
lems that confront us is to send more intelligent and 
conscientious men to Congress. 


Open Branch Store in Houston 


Houston, Tex.—The Poll Parrot Juvenile Shoe Store 
has opened a branch at 4416 South Main Street. Maurice 
Margolis, owner, said this is the first branch store to be 
opened in Houston by the company and described it as one 
of the most modern establishments of its kind. 

The exterior is of gray concrete trimmed with deep green 
glass across the front. Wide plate glass windows allow 
a full view of the interior, attractively decorated with gt@y 
carpets and rose leather upholstery on the furnishings. 

“A complete stock of shoes for infants, boys and gitls 
in sturdy, attractive styles and in all size ranges will be 
offered,” Mr. Margolis said. “Included in the store stock 
will be dress shoes, sandals, play shoes, house slippers, 
galoshed ballet shoes and other novelties.” 

The company’s main store is at 1015 Capitol, in down- 
town Houston. 








2 FES 


Beper PRs Ss 


‘ 


TRE. PRS 


wears & 


a TF & 








“CHICAGO SHOE STOCKS AT 


LOW EBB 


THE past fortnight has produced not 
even a baker’s dozen of advertisements 
on shoes in Chicago stores, a sure in- 
dication that stocks are at a very low 
ebb. Most retailers anticipate that 
during the next few weeks there will 
be practically no shipments of foot- 
wear due to present-day uncertainties 
regarding the price structure. 

When asked regarding customers’ 
preference, retailers invariably reply 
“leather shoes.” What a customer pur- 
chases today is not a reflection of her 
preference. She may wish to buy black 
suede or patent, but she is apt to come 
out of a store with a pair of red alli- 
gator—if they fit her! Oddly enough, 
in spite of the shortages, stores report 
the month of June as the banner peri- 
od of all time, exceeding even that 
jamous June after shoe rationing first 
went into effect. Many retailers be- 
lieved there would be a definite fall- 
ing-off in figures during- July, but 
when final statistics were compiled, 
again an increase was noted, not as 
jarge a one as June showed, but an 
increase, nevertheless, varying from 
10 per cent to 28 per cent. 

Most consistent of the advertisers 
have been O’Connor & Goldberg and 
Marshall Field, the former usually 
emphasizing a fashion item rather 
than a staple. They are apparently 
one of the very few houses with black 
suedes to offer. Most recently fea- 
tured were some nude-sandal types 
with sling strap mounted upon a spike 
heel. Field’s Salon has regularly em- 
phasized the all-closed pump since 
this department is a firm believer in 
the coming importance of the all- 
covered look in feet. 

With the back-to-school season al- 
most here, and the opening of college 
shops a seasonal event, Field’s have 
recently played up slippers as ideal 
for the “college sophisticate.” All 
those emphasized were of rayon satin. 
About the only novelty which has 
been presented by manufacturers to 
hoe departments in the school-wear 
category is the flat-heeled ghillie, but 
there are many retailers who have no 
faith in this item at this time. Rather, 
they are emphasizing the same types 
4s were popular during the past year, 
the loafer, the saddle oxford, and the 
various flats, ballerina types, etc., 
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which have been long in the best sell- 
er class. 
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NEW YORK RETAILERS 
CALM ON PRICE QUESTION 


REFUSAL of the OPA to decontrol 
or raise price ceilings on hides and 
leather brought no immediate reaction 
on the part of retailers or consumers 
in New York. Retailers have been 
faced with such an uncertain position 
in regard to prices ever since the ex- 
piration of OPA on June 30th that 
they have taken the attitude that they 
are not going to be excited over any- 
thing at the present time. Their posi- 
tion is one of watchful waiting. In 
the meantime, most of them continue 
to hold the line on prices, preferring 
to absorb any rise in costs until prices 
have been fixed. The desire to keep 
the good will of their customers is 
the paramount reason for this stand. 
In addition, most retailers prefer not 
to change prices now and then find 
themselves obliged to make another 
change later. 

Consumer reaction was negative to 
the first news of a possible “shut- 
down” in the shoe industry within a 
month’s time if OPA continues to in- 
sist upon reinstating prices of hides 
at the June 30th price of 15% cents 
a pound. (Since that date prices have 
risen to 27 cents in line with uncon- 
trolled world quotations.) Instead of 
the wild buying rush which some mer- 
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“You see that they soak up sunshine, 
but are you sure about their shoes?" 
asks Marshall Field of Chicago. 





chants thought might follow the news 
in the consumer press, business in the 
stores the first day was just as usual. 
Merchants account for this attitude in 
various ways. Some say that the aver- 
age consumer takes two or three days 
to react to any piece of news. They 
expect some action within that length 
oi time. Other retailers say that the 
public is so accustomed to news of 
shortages in all kinds of merchandise . 
that they refuse any longer to become 
excited. If they should respond to 
this news about the anticipated ex- 
treme shortage in shoes and start a 
buying spree, some merchants predict 
that they would be completely sold out 
within a few days. 

Up to the time of the release of this 
news stores had been doing unusually 
big business during the Summer dol- 
drums. In the women’s departments 
flats continue to be “tremendous.” 
Suedes are in strong demand. A little 
color is selling wherever available. 
Black is number one color choice for 
shoes to carry over into Fall and for 
dressy town shoes. Brown would be 
in bigger demand for Fall if it were 
ebtainable. Style-minded retailers are 
already taking note of the fact that 
fur colors in brown and grey will cre- 
ate a demand for more dressy brown 
shoes. Closed shoes, especially for 
suits, are Jooked upon with favor, es- 
pecially by style-minded stores. 

There is little new to report in chil- 
dren’s departments, Business is nec- 
essarily somewhat dull with many 
children away and at camp. In men’s 
departments woven and perforated 
shoes are favorite types, even selling 
ahead of brown and white shoes. The 
explanation may be that these shoes 
can be worn in the city, as well as 


out-of-town. 
* * 7 


ST. LOUIS MARKET FAVORS 
CONTROLS 


VARYING opinions both for and 
against the rebirth of OPA have been 
expressed by retail shoe executives 
and store managers in St. Louis, but 
generally the market favors controls 
if the OPA can establish a policy 
which will loosen the knot holding 
back leather deliveries to manufac- 
turers. 

Though the market is opposed to 
steep price hikes passed on to the con- 
sumer, some retailers feel that prices 
soon would be stabilized of their own 
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accord without controls, through in- 
creased production. Public reaction, 
generally, however, favors controls. 

Retailers favoring controls believe 
the new pricing formula, which will 
allow average increases over ceilings 
allowed under the old OPA of about 
8 per cent, will be fair and also pro- 
vide the necessary relief to open the 
door to production. 

Marcus Rice, of Famous Barr Co., 
believes that controls, if fair and 
equitable, wil prove beneficial during 
the current period while supply is far 
short of demand. Though inventories 
would be easier to build without OPA, 
he said, retailers conceivably could 
suffer huge losses from large quanti- 





ties of high cost merchandise when the 
price level started to recede. 

With the consumer more cautious 
ia his buying, Mr. Rice added, and 
calling for less pairs on his trips into 
shoe stores, the retailer also is on the 
outskirts of cautious buying. Prob- 
ebly by Spring, he stated, retailers, 
too, would have reached that period. 

A subject on which the retail mar- 
ket is more definite is best selling 
styles. In men’s shoes the trend is 
to casual and loafer models in mocca- 
sin types, with heavy soles for off- 
duty hours and heavy brogues with 
wing tips and blunt toes for dress. 

In the women’s line open backs and 
toes are getting heavy calls as are 
pumps with medium and thick plat- 
forms. Black suedes, many of them 
models made of imitation suede, are 
expected to have a heavy run this 
Fall. 


* + 


SCHOOL SHOES FEATURED 
IN NEWARK 


Waite OPA ceilings were off, and 
with an increase on the part of the 
manufacturers, Newark shoe retailers 
went through an exceedingly critical 
period. Many stores conformed to 
OPA ceilings, even before the resump- 
thon of OPA. 

Loafers and saddles are still the 
number one shoes for children, grow- 


ing girls and misses. Back-to-school - 


shoes came in at Bamberger’s earlier 
than in many of the stores and various 
styles are featured in a booklet which 
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IT's 
KIDSKIN! 











Levy's of Memphis, Tenn., offers kid- 
skin in an unusual ad with the phrase, 
“No kiddin’ . . . it’s kidskin!" 





is soon to be released. Red is still the 
predominating color. Hahne’s will fea- 
ture back-to-school shoes and is look- 
ing forward to receiving more suedes. 

Retailers are skeptical about han- 
dling plastics and suedes or simulated 
suedes and leathers. Ray’s reports a 
healthy stock of genuine suedes. This 
store will feature flat black suedes, 
Shank’s Mares and closed back pat- 
terns in advance Fall showings. 

At Kresge’s the reliable sling back 
pump is still the leading item. 
Kresge’s is looking forward to receiv- 
ing black suedes and patent leathers. 
Sling back pumps in suede, flat heels, 
wedge heels and open backs will be 
featured here. 

At John Ward’s the demand. is still 
ten times greater than the supply. 
Heavy wing tips, straight tips and 
moccasin tips will continue to be fea- 
tured throughout the Fall. 

* * 

PITTSBURGH NOTES LITTLE 

REACTION TO INCREASE 


In Pittsburgh loafers are being pro- 
moted for teen-agers this Fall, in both 
closed and open heel styles. Women 
are buying sling pumps and more 
siing pumps, usually with nailhead or 
perforation trim. : 
Most stores are clearing Summer 
shoes for women and children; there 
are hardly any men’s Summer shoes 
left. The children’s shoes are mostly 


fabric, as quality children’s shoes are 
few. 

Deliveries are extremely slow and 
small, and stock shortage is acute all 
over town. 

In general, the reaction to the price 
situation is not serious, although cus- 
tumers will often buy a needed pair 
of shoes, and let the extra pair go. 
While merchants did not expect the 
increases to be so large, they are tak- 
ing it with good-natured grumbling. 
They are trying to hold as nearly as 
possible to established prices on 
classics and making up on novelty 
stock. Most resentment, where it does 
exist, arises from the lack of escalator 
clauses in purchase agreements. 

* * + 


PACIFIC COAST SHOE SALES 
SLACKEN 


THERE was a perceptible slackening 
off of sales in Los Angeles retail shoe 
stores during the last two weeks. This 
wes ascribed in general to uncom- 
fortably hot weather, no deliveries, 
and indecision as to the pricing of 
shoes received during the brief demise 
vf the OPA. 

However, some retailers felt that 
the drop could be attributed partly 
tw more selective consumer buying. 
As yet there has been no evidence of 
a consumers’ strike, but there are defi- 
nite indications that the consuming 
public is becoming more selective as 
regards price and quality. Customers 
are asking more questions about prof 
fered footwear, especially in regard to 


A buyer for one of the larger de 
partment stores reported that business 
was falling off when compared with 
June of this year or July 1945, but he 
ettributed part of this decline not to 
lack of customers but to the stoppage 
of merchandise from the factories and 
to the confusion on pricing of goods 
ieceived during the OPA interim. 

Another retailer said, “Shoppers are 
definitely objecting to prices and they 
are softening their buying. They are 
beginning to watch value closely. They 
do not object to the price if they feel 
they are receiving quality merchan- 
dise. Their wartime shopping experi- 
ence—when many of them were able 
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Let a Great Name help you sell Canvas Footwear 


qustomer: I need a pair of comfortable canvas 
shoes for the country. 

DEALER: I’ve got just what you want! The new 
canvas shoes with “P-F.”’ They really protect 
your feet and give you solid comfort besides. 


CUSTOMER: Feels mighty good! 


DEALER: You want comfort, and here it is! You’ll 
find it’s the most comfortable canvas shoe you’ve 
ever worn. 


Your customers know the name of B. F. Goodrich and what it stands 
for in the field of rubber research. They know that on rubber and canvas 
footwear the B. F. Goodrich name is their assurance of real service, comfort, 
and wear. It's your assurance of a satisfied customer who'll be back again 


Customer: Seems to me I’ve read something about 
“P-F” in magazines. 

DEALER: ‘“‘P-F’’ means Posture Foundation. It’s a 
rigid wedge built inside the shoe here under your 
heel. It keeps the bones of your foot in their nat- 
ural, normal position. That helps keep leg muscles 
from getting tired. 


DEALER: ‘‘P-F’’ makes these canvas shoes different. 
They’re made by B. F. Goodrich, a name you 
can depend on. 


customer: Sold! I know all about the things B. F. 
Goodrich makes! 


B.F Goodrich 


for more! B. F. Goodrich, Footwear Factories, Watertown, Mass. 


FIRST IN RUBBER 





Lente yt eed Fade 


to pay more and receive better qual- 


ity footwear—has made them better ° 


judges of value.” He admitted that 
volume had decreased some 20 per 
cent during the month of July as com- 
pared with the last seven months’ 
volume. 

The manager of a chain of shoe 
stores specializing in medium and 
higher-priced shoes observed, “In 
every one of our stores—no matter 
what the price line—we find that 
women are more wary in their buying 
and they are becoming increasingly 
more price conscious.” He said that 
there had been no falling off in the 
sales of women’s casual shoes but that 
there had been a 20 per cent decrease 








in dress shoe sales during July as 
compared with June. He pointed out 
that in dress shoes his stores were 
running 30 per cent ahead of volume 
for July 1945. 

“Women are not buying higher- 
priced merchandise as fast as they 
should,” one merchandise man said. 
“In all price lines customers are ex- 
amining the construction of footwear 
and its price closely before they say, 
‘Tll take it,’ as they would have six 
to eight weeks ago.” 

There was mixed reaction to the 

question, “Do you think manufacturers 
were fair in their pricing during the 
OPA interim?” One retailer said, 
“Who can be judge of whether manu- 
facturers raised their prices fairly? 
Some took advantage of the situation 
and upped their prices to the point 
where I feel they were out of line, but 
then some of their costs have been way 
out of line and they have to pass the 
difference on to the retailer. He was 
of the opinion that the shoe industry 
is too competitive to overlook the signs 
of competition that are in evidence 
now. 
Another retailer observed, “Some 
manufacturers went crazy. And most 
of them jumped the gun in raising 
their prices. I have stockrooms filled 
with goods received during the OPA 
interim and I am not going to put 
them on the floor until I receive word 
from the OPA on new shoe pricing 
policies.” 
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MIAMI MEN WANT FANCY 
FOOTWEAR 


ASURVEY of the shops in the great- 
er Miami area discloses the fact that 
men are going strong for fancy foot- 
wear. Perhaps it is a reaction, and a 
natural one, from the drab, plain, sub- 
stantial shoes which were issued dur- 
ing the war and which many of our 
men were forced to wear. Now they 
want something different and there is 
a strong demand for two-tone effects. 
Two-tone tan combination is having a 
nice acceptance, and anything in 
brown and white sells readily. 

Both blucher and plug oxford mod- 
els are well liked, and mudguard pat- 
terns go well. The ventilated type ox- 
tord has been in steady demand. Some 
wing tips are selling, but a straight 
tip meets with more approval. 

Men are asking for fine supple 
leathers—the kind that will take a 
fine polish. Again this is a throw- 
back from the Army shoe. And they 
are more careful of the fit, watching 
carefully to see that there is no bulg- 
ing or gapping around the top. 

Tips are for the most part quite 
ornate in their perforated decoration. 





High platform dramatic shoes for 
evening were presented in this at- 
tractive fashion by Richard's, Miami. 


SAN FRANCISCO SALES 
PUSH AHEAD 


SHOE: sales in San Francisco are 
continuing to go ahead of last year’s 
records in both independent shoe 
stores and department store shoe sec- 
tions. Many stores have only a small © 
selection to show in medium priced 
zhoes and so are pushing novelty Sum 
mer numbers, 

July sales received a big stimulus 
from thousands of Summer visitors, 
Conventions also brought thousands 
of dollars in added sales in all lines 
of merchandise, and shoe dealers got 
their full share. The national conven: 
tion of the American Medical Associa- 
tion the first part of the month, and 
the National Shriner’s Conclave the) 
latter part of the month both brought ~ 
inundreds of liberal spenders. These 
all helped to chalk up new sales 
records that are well ahead of last 
year’s record-breaking totals made 
while the city was enjoying the bene- 
fits of wartime spending. 

There has been a concerted move- 
ment among Market Street and Union 
Square shoe dealers to promote the 
sale of higher priced footwear for wo- 
men. Both newspaper advertising and 
window displays are being used to 
feature these more expensive types of 
shoes. 

An example of this promotion of 
higher quality shoes was the Frank 
Werner window display of black, 
brown and blue perforated suedes 
with four-inch heels and one-inch 
platforms at $29.95. And in their 


newspaper advertising Werner's have 
featured jeweled platforms at $20.95, 
red and black python at $18.95 and 
black boa with silvery medallion plat- 
torms at $20.95. 

Sommer & Kaufmann’s window pro- 
motion centered around a showing of 
white silk platforms with satin em- 
broidery and bright hobnail sole deco- 
rations at $24.50. Newspaper adver- 
tising also reflected the window show- 
ings, and in addition called attention 
to new Fall models of Autumn brown 
calf at $16.95. Black and red grain 
ed lizard skin were featured by Roos 
Brothers at $16.95. 


[TURN TO PACE 86, PLEASE] 
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PLATFORM 


UPPER CEMENTING COVER CEMENTING LIP CEMENTING 





| BE BOND, solvent type, synthetic rubber 
cemé ene objective in mind — to meet the 


requirerm | ficient general shoemaking cements. 
There is a 3 for every type of shoe. 


The performance ¢ 
research with the bes! 
by thorough testing and 
cement is included in the 
ard of performance is assured by 
attention to variable shoe industry a 


In the BE BE BOND line a limited r 
cemenis are now available. Your United 


TOM CEMENTIN RM. CEMENTING 


'Preducts of B. B. CHEMICAL COMPANY, Cambridge and South Middleton, Mass. 
Distributed by UNITED SHOE MACHINERY CORPORATION, Boston, Massachusetts 
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Retailer’s Stake in Easing Traffic Jams 


[CONTINUED FROM PAGE 63} 


expressways to solve the congestion 
problem. These highways grip the fu- 
turistic imagination, but they also cost 
tremendous amounts of money and will 
take years to build. They will tend to 
bring more and more vehicles into the 
downtown area, making the traffic tie- 
ups werse than ever. As traffic con- 
gestion in the downtown area increases, 
the desirability of going there de- 
creases, 

Even if it were possible to get all 
these cars into the business district, we 
would still be faced with the problems 
of where to park them. The average 
city block can accommodate only 50 au- 
tomobiles parked at the curb. Such 
parking then forces. the through traf- 
fic to congest in the two center lanes 
of the road. 

Off-street parking in vacant lots is a 
make-shift solution depending on avail- 
able space. In most cities the amount 
of space is very limited. The same is 
true of the commercial garages, plus 
the fact that payment of parking fees 
adds considerably to the cost of the 
motorists’ trip downtown. 

Some of the larger retail stores in 
many cities have tried to provide free 
parking facilities for the use of their 
customers. This system is convenient 
to the patrons of the store, but it is ex- 
tremely expensive for the management. 
If the vacant space existed to provide 
free parking for all customers, the cost 
would be prohibitive. 

Underground parking has been at- 
tempted in a few cities, but once again 
the construction cost, the size of park- 
ing fees, and the available space are 
very limiting factors. In addition, few 
cities have open spaces or parks in the 
center of their business areas where 
such underground facilities may be 
constructed. 

Public opinion polls have indicated 
that the average motorist dves not want 
to walk more than five blocks between 
his destination and where his automo- 
bile is parked. Short of redesigning 
our entire cities, it is impossible to pro- 
vide the necessary parking space to 
meet this requirement. Traffic engi- 
neers know that the groundspace re- 


quired to park a car is as great or 
greater than the office space required 
for the activities of the motorist. 

The postwar dream of everyone tra- 
veling in his own private automobile is 
an impossibility within the city. It 
would create transportation chaos. How 
are we going to get all of these people 
into the downtown shopping area? 

Statistics gathered by the American 
Transit Association show that a person 
traveling in a private car takes up 500 
square feet of street space. If he tra- 
veled in a public transit vehicle, he 
would take up only 70 feet of street 
space. The normal two-lane city street 
can handle about 3,100 private cars per 
hour. If these passengers rode in mod- 
ern transit vehicles, such as the track- 
less trolley coach, more than 10,000 
persons could be carried in each hour. 

To induce the customer to use public 
transit facilities he must be assured a 
fast, comfortable trip. Many of the 
shoe stores’ regular customers aren’t 
very happy over the prospect of mak- 
ing the trip into the business district 
on the slow-moving, rattling old ve- 
hicles which characterize many of our 
nation’s transit systems today. Many 
major cities have already appropriated 
millions of dollars for new transit ve- 
hicles and better terminal facilities. 
They are employing transit experts to 
develop fast schedules. Streetcar, 
trackless trolley and gas bus manufac- 
turers are using war-born mechanical 
developments to make their vehicles 
faster yet safer, smoother, quieter and 
more efficient. To make them more 
comfortable and pleasant, better ven- 
tilation and seating arrangements are 
planned. 

The importance of adequate, rapid 
and comfortable transportation facili- 
ties in carrying customers to and from 
the downtown area cannot be mini- 
mized. Unless such facilities are 
quickly provided, the retail shoe store, 
alone with the other downtown re- 
tailers, will suffer heavily. Store 
owners will have to take an active in- 
terest in the traffic problem to protect 
the investment they have in the down- 
town area of our cities. 





St. Louis Sales Up 77 Per Cent 


St. Louis, Mo—Department store 
sales of footwear in St. Louis in May 
gained 77 per cent over those of May, 
1945, it was disclosed in a report of 
the Eighth District Federal Reserve 
Bank issued June 27. At the same 
time shoe stocks averaged 16 per cent 
lower. A 

Sales of men’s and boys’ footwear 
showed the greatest increase—114 per 
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cent—while women’s were up 58 per 
cent and children’s 23 per cent. 

In women’s and children’s shoes the 
net inventory loss was 6 per cent and 
in men’s and boys’, 27 per cent. 

In the bank’s report on specialty 
stores’ sales of boots and shoes the May 
increase was 25 per cent over a year 
ago. Stock turnover for the period 
January 1 to May 31, 1946, was put 
at 4.64 as against 4.04 for 1945. 


Evening Shoes 
Reflect Return of Elegance _ 


[CONTINUED FROM PAGE 57] 


terial. ... This is being used to good 
effect in evening shoes this season, 
Fabrics have been combined with gold 
or silver kid and the two colors of this 
leather have also been used together 
with charming results, 

There will be many ways of coordi. 
nating evening shoes with evening ae. 
cessories this year since sequins, pail. 
lettes and jewels are popular trimmings 
on gloves, bags, scarves and dresses, ag 
well as shoes. Rhinestones are espe. 
cially. new and _ rhinestone-trimmed 
shoes can be sold to coordinate with 
rhinestone jewelry in which there is a 
strongly revived interest. 

The restrained elegance of the best 
of the new evening clothes also offers 
the opportunity for skillful accesoriz- 
ing, not with the idea of “tri 
up” the costume but of bringing out the 
lovely colors, soft draping and moulded 
silhouettes by a touch of color contrast 
and sparkle at the feet, on the hands 
and arms or around the neck and 
shoulders. Evening dresses in light 
neutral colors, such as the pale beige 
shown here in the dinner suit from 
Herbert Sondheim’s new collection are 
fine foils for the new evening acces- 
sories. Equally lovely for accessoriz- 
ing are the dark colors, illustrated here 
in the “wood brown” bouffant dress by 
Nettie Rosenstein. 


Luxury Setting for 
High Style Shoes 


[CONTINUED FROM PAGE 59] 


cellent variety of play shoes also is 
stocked, with prices considerably lower. 
Charge and delivery service is off 

High style footwear is coordinated 
with matching bags, umbrellas, belts, 
compacts and even cigarette cases. 
First weeks of Adrienne’s existence 
saw a decided public preference for 
high platforms and reptiles, with ex- 
tended soles also going well. 

Adrienne’s is a new operation of the 
Nusrala-Bowen system, which has 15 
stores over the nation. Dallas Neeley 
is the store manager. 


Florsheim Store in 
Nebraska Modernizes 


Omana, Nes.—The Florsheim Shoe 
Store, 1511 Farnam Street, ma 
by W. M. Harris, is installing an air 
conditioning system as part of an im- 
provement program which will include 
addition of a hosiery bar with hidden 
spotlighting near the front of the store. 
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YOu NEED Au 3 
ATHLETE'S FOOT 


The phenomenal success of Dr. Scholl’s Solvex preparations for Athlete’s Foot 
is the result of their extraordinary effectiveness in relieving the itching, killing 
the fungi they contact, and in helping protect their users against reinfection 
of this vicious, widespread foot disease. But—you need all 3 of Dr. Scholl’s 
to meet popular demand. While all 3 are of equal value for their purpose, people 
have decided preferences as to the one they want—because of their complete 
satisfaction with it. Therefore, to avoid losing profitable sales, be sure to check 
your stock and order your needs at once! 


” THE SCHOLL MFG. CO., Inc. 


213 W. Schiller St., Chicage * 62 W. 14th St., New York 


ereaPaeare REE S 


1 Want DR. SCHOLL’S 
iqui SOLVEX (Powder) 
SOLVEX (Liquid) for 
Athlete’s Foot ! for Athlete’s Foot! 
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| Want DR. SCHOLL’S 
SOLVEX (Ointment) 
for Athlete’s Foot! _/ 
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Shoe Business Booms in the Argentine 


[CONTINUED FROM PAGE 66] 


policy enforced in the three shoe 
departments at Harrod’s, the finest de- 
partment store in town (this store 
doesn’t even use the PM system and 
rids itself of broken sizes by conduct- 
ing sales two or three times a year), 
prices in the smaller shoe shops are 
often made according to the customer, 
and you can generally get them a few 
pesos cheaper if you argue long enough. 
Windows in general are filled to capac- 
ity, stores trying. to show every style 
they have in stock. Measuring devices 
are very simple, mostly nothing more 
than a stick. I did not see an X-ray 
machine in any of these stores. Shoes, 
moreover, do not fit as well as here in 
the States, due, no doubt, to the fact 
that stores carry only one width.” 

In the Argentine, Mr. Steen found, 
shoes are made in two types of estab- 
lishments—factories, known as fabricas, 
with a capacity of from 200 to 1500 
pairs per day; and workshops, called 
talleres, making anywhere from 10 to 
100 pai r day. 

he oe manufacturing industry 
in general was for many years in poor 
financial condition,” said Mr. Steen. “I 
was told that until just a few years 
ago most factories were working only 
seven to nine months a year. Conse- 
quently, they were unable to afford 
machinery. During the past few years, 
however, they have been working 
twelve months a year and are behind 
on deliveries. Some of this boom is 
due to generally good business condi- 
tions in the Argentine and some of 
it to the export business developed with- 


in the last two years. Today they can 
afford to buy new machinery but can- 
not get deliveries.” 

None of the women’s shoe factories 
which Mr. Steen inspected had the 
organization and supervision which 
are commonplaces in American fac- 
tories. “The main reason why high 
quality merchandise can be turned out,” 
he commented, “is that more time and 
manpower can be expended on each 
pair. Most of the fine shoes are made 
with platforms for home consumption 
as well as for export. In the Argen- 
tine, 80 per cent of the well-dressed 
women wear platform shoes. These 
platforms run as high as 6/8 and are 
McKay stitched or hand sewn by teams 
not infrequently composed of father 
and sons. Attaching a platform by 
hand is a tedious operation and one 
man can properly make no more than 
ten pairs a day.” 

“There are in the workshops, or 
talleres, no machines at all,” Mr. Steen 
reported. “Here everything is done 
by hand. Some make a complete shoe 
while others farm out part of the work, 
such as lasting, sole stitching and, of 
course, the stitching of the uppers. 

“One of the great difficulties in buy- 
ing shoes down there is that American 
lasts are scarce and Argentine lasts are 
too wide and definitely cannot be used. 
To import lasts from this country would 
be difficult and expensive so we have 
to bring a few sample lasts and have 
them cut there. Since the Argentinians 
have become export conscious, everyone 
is trying to get American lasts.” 





“Western Week” Stresses 
Demand for Boots 


HELENA, Mont.—Still tops in popu- 
larity here are black patent platform 
pumps with leather soles. Tweedies in 
a de luxe beige lizard reptile are ex- 
ceedingly popular. If available, mer- 
chants could sell far more than they do. 
Bows, in varied designs and colors are 
in big demand. 

“Western Week” in Helena, has turn- 
ed Montana’s capital city into a rip- 
roaring mining camp with clerks 
dressed in true Western style as well 
as customers. Kangaroo court is held 
daily in the streets for all who fail 
to dress Western and the big week has 
continued the demand for boots and 
more boots. 


Rare Footwear from India 
Used in Display 


ALLENTOWN, Pa.—An exhibit of rare 
footwear from Kashmir, Northern 
India, was used by Farr’s to give back- 
ground and special interest to a window 
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display of India-inspired sandals of 
American manufacture. The Kashmir 
shoes, displayed through the coopera- 
tion of an Allentown resident, had me- 
tallic work of silver thread plated with 
gold. Such sandals are often worn by 
the rich mercantile class of India. 

The special display attracted much 
attention and was made the basis of 
newspaper publicity. 


Chain Takes Long-Term 
Lease on Two Buildings 


BurFrraLo, N. Y.—Edison Bros. Stores 
of St. Louis has leased two four-story 
mercantile buildings on Main Street, 
Buffalo, for approximately 50 years, at 
rentals which will aggregate $3,000,000. 

Burt’s Shoe Store, which is owned by 
Edison Bros., is located in the property 
leased. Property occupied by Burt’s 
Shoe Store will be improved. The ad- 
joining store is occupied by a Thom 
McAn shoe store under a lease that has 
several years to run. The buildings in- 
volved have a ground floor area of 
10,208 square feet and are now owned 
by the Prudential Insurance Company. 


Washington Newsreel 
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The board’s chief function is to hear 
and decide petitions for decontrol from 
industry advisory committees which 
have been denied in whole or in part by 
OPA. Decisions of the board are final 
and are not subject to review by any 
court. 

In general, the board will abide by 
the decontrol standards outlined in the 
extension law, namely, (1) controls 
must be lifted on all commodities not 
important in relation to business costs 
or living costs before Dec. 31, 1946, 
and (2) controls must be lifted on any 
commodity when supply exceeds or is 
in approximate balance with demand 
(including appropriate inventory re- 
quirements). 

The Barkley amendment, which es- 
fablished 1940 as the base year for 
calculating new ceilings, will provide 
OPA with many anxious days in the 
months ahead, but, here again, consid- 
erable discretion is still lodged with the 
price agency. The amendment speci- 
fies that OPA must adjust ceilings on 
manufactured articles to reflect average 
1940 prices, plus accrued costs since 
that time. But the agency is not re- 
quired to take such action unless peti- 
tioned to do so by individual industries 
and it is given 60 days in which to make 
its findings. 

The extension measure specifically 
places the burden of proof on industry. 
Data, assembled under usual accounting 
procedures, must be presented to OPA 
to back up industry claims. 

Under this section, new ceilings can- 
not be held invalid on account of their 
failure to return costs to any particular 
member of any industry involved in a 
price action. 

There will be price increases under 
this amendment, but they will not come 
as soon as had been expected, nor will 
they be as large as industry would 
like. ‘ 

In any case, the distributive trades 
are guaranteed their margins in effect 
on March 31, 1946, and future price 


“boosts will not have to be absorbed. 


Remodel Nebraska Store 


LINCOLN, NeB.—Haney’s Shoe Store, 
130-32 North 13th’ street, operated by 
Dan Haney and Roy Miltonberger, is 
remodeling display windows and re 
decorating the entire store. Back mir- 
rows in the windows have been re- 
moved and replaced by blonde-wood 
paneling. New lighting also is being 
installed, and the interior redecorated 
in apple green. 
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“FOOT RELIEF GUARANTEED 


OR YOUR MONEY BACK" 


KEEP ABREAST OF THE TIMES 


WITH 


MODERN-—SENSATIONAL 


Vex VA- OLE 


ARCH RESTORERS 
TRADE MARK 


WHAT OTHERS HAVE TRIED— 
WE HAVE ACCOMPLISHED! 


PROPER FOOT BALANCE 





Pat. Pending U.S.A. 


@ VELVA-SOLE 


Are light weight—flexible and scientifically designed to help stimulate circula- 
tion into and through the affected parts, and assisting nature in restoring the 
arches to a more normal position and natural function. 


@ A PRODUCT 


so revolutionary, so effective, it’s in a class by itself. 


@ VELVA-SOLE 


Has eliminated the bugaboo of lengthy hi-pressure sales canvasses, and time- 
consuming adjustments. 


@ OUR DEALERS 


Report unprecedented customer approval and acceptance, with a remarkable 
recommend volume—a genuine profit item. 


@ THE EXCLUSIVE VELVA-SOLE 


Dealership places your store above competition, by enabling you w offer more 
foot relief and comfort in your community. 


Priced to Retail $5.00-$6.00 


UNCONDITIONALLY GUARANTEED 
VELVA-SOLE PRODUCTS COMPANY 


NATIONAL DISTRIBUTORS 





17 N. STATE STREET CHICAGO 2, ILL. 
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dustry. We are certain, also, that they will be forced 
to take positive action to re-establish the flow of hides 
and leather. The big question is how much time will 
be required to secure this action. It is unthinkable that 
Congress has enacted a law which can be interpreted 
as requiring a government agency to close down an 
industry employing a quarter of a million production 
workers.” 

Subsequently, on August 7, this association reiterated 
that at this meeting, “the complete decontrol of hides, 
leather and shoes was discussed solely as a means to 
an end and not as a basic objective. We asked the OPA, 
CPA and the White House for immediate and posi- 
| tive action which would be complete and permanent in 
| its effectiveness. No stress was laid on higher ceilings 
| for hides, leather and shoes in the belief that no com- 
| plete and permanent cure of the present situation would 
| result from such action.” If Mr. Steelman’s plan works, 
| NSMA pointed out, “it will meet with the wholehearted 
approval of the industry, since our basic objective will 
have been accomplished.” 

No less emphatic was the reaction of the directors 
of the New England Shoe and Leather Association, who 
declared on August 1 that the “entire shoe leather and 


- Trade Leaders Demand 
2 ° e o 
chils “ife/? Rapid Price Action 


NATIONALLY ADVERTISED 








No. 826—BIG BOY'S ORTHO- 


pio Bg DE. allied industry, the third largest industry group in New 


w 
England, faces the critical prospect of entirely ceasing 


all factory operations within a week unless action is 
taken immediately to fix maximum prices on hides and 
skins which will result in a flow of hides to tanneries 
and of leathers to shoe factories.” A complete shutdown 
of operations, NESLA said, would result in throwing 

aati an aga 100,000 New England workers out of their jobs. Diree- 
and with a heel shaped for smooth glove-like fit. These are turs of this association are in agreement, it was said, 


y some of why better merchants everywhere that, in addition to the stopgap action recommended, 
“CHILD LIFE SHOES R Worth Se! . ; ee ‘ . 
saying ws Singaond _ the only “permanent solution is for OPA to immediately 


es es cee decontrol all maximum prices on hides, leathers and 
support the metetar- shoes.” 
sal heads and align é , . 
thom fer proper A few days later, commenting on Mr. Steelman’s pro- 
gram, and its accompanying statement, Maxwell Field, 
| executive vice-president of NESLA, said that “his (Mr. 
Steelman’s) statement recognizes our association's 
claims that leathers to shoe factories could only be 
shipped after hides had been received by the leather 
companies. Unless the government’s program is suc- 
25 YEARS me - cessful in producing by early next week normal ship- 
p APE 9 poe a prevent pronation ments of hides by slaughterers and dealers, it will net 
ped prevent drastic shutdowns in shoe and leather plants. 
Similar views were reported from St. Louis where, 
according to Boot aNp SHOE’s correspondent, “man- 
ufacturers feel that under present conditions, the entire 
SHOE MANUFACTURING CO industry should be relieved of all price controls.” Man- 
ufacturers, he added, in a wire dated August 2, “are 
withholding shipments since under OPA ceilings, most 
[TURN TO PAGE 99, PLEASE] 
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IDEAL BABY SHOES- 


Safe and sound . . . Because her tiny feet couid not 
be entrusted to finer, more healthful baby shoes. A 
world of understanding derived from over a quarter 
of a century of experience in making them combine 
with careful selection of top grade materials and 
painstaking shoemaking to bring Ideal Baby Shoes 
to young America. Like all good things, IDEAL 
Baby Shoes are still short in supply and remain, for 
the time being at least, on a rigid quota fo estab- 
lished dealers. 


mes. DAY’s [DEAL sasy SHOE co. 


DANVERS, MASSACHUSETTS 


71 WEST 35th STREET ; 1070 MERCHANDISE MART 
NEW YORK 1, N. Y. CHICAGO, ILLINOIS 








Joins Ohio Valley Firm 


MAYSVILLE, Ky.—Charles T. Ander. 
son, after 32 years of service with the 
United Shoe Machinery Corporation 
has resigned to become associated with 
Lucky Stride Shoes, Ine., according to 
the latter company. 

Mr. Anderson, for the past 11 years 
assistant district manager of the Cin. 
cinnati district for the United Shoe 
Machinery Corporation, is one of the 
oldest quality shoemakers in the coun- 
try. Starting out as a factory super- 
intendent he was later, for 16 years, in 
charge of the United Shoe Machinery 
Corporation sub-office at Portsmouth, 
Ohio. He also has been in charge of 
the Columbus, Ohio, office for the same 
company. 

Lucky Stride Shoes, Inc., of Mays- 
ville, with whom Mr. Anderson will be 
associated, was established earlier this 
year and expects to be in production in 
August in the manufacture of Sbicca 
Littleway cements for women and 
growing girls, specializing in low heel 
casual types. Lucky Stride’s plant in 
Maysville has 47,000 square feet all on 
one floor. Estimated production is 
2200 pairs at the end of the first year. 

Other executives of the firm are Carl 


and Edith Henry, and August Levy, 


president of the Charles Meis Shoe 

Company. 

Files Articles of Incorporation 
BLOOMINGTON, IND.—Articles of in- 


| corporation have been filed at Indian- 
| apolis for the shoe firm, S. W. Schwartz, 


Inc., 122 North Walnut St. S. W. 
Schwartz is the resident agent. 

The capital stock consists of 1,000 
shares with no par value. The incor- 
porators are Theodore R. Dann, Eliza- 
beth M. Davis and Patricia L. Burton. 


Veterans Return to 
Pennsylvania Store 


McKees Rocks, Pa.—tTritsch’s shoe 
store has moved to a new location at 
600 Chartiers Avenue, here. Manager 
William R. Wesley has announced the 
return of Robert Good from the 
Marines, and Carl Unger from the 
Army. 


Travel Footwear Store 
Moves Location 


SeEaTTLe, WasH.—Bacchus’s Travel- 
goods Center, featuring Pullman slip- 
pers for men, men’s scuffs, and all man- 
ner of travel footwear, has moved from 
its location at 1407 Fifth Avenue to its 
fine new store at 1514 Fifth Avenue. 
Bacchus will continue to feature soft 
footwear and shoes for travel comfort. 
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...ARE GOING PLACES 
and ‘Footlets SALES ARE, TOO! 


FOOTLETS over or under stockings in 

cold weather insure warmth and comfort, add to 
life of hosiery. Make sure you get your share of the 
demand this Fall and Winter. Take full advantage 
of FOOTLETS’ big Fall NATIONAL ADVERTISING 
campaign in Life, Ladies’ Home Journal, Madem- 
oiselle, etc. 


Send for and use the new 

FOOTLETS counter displays and pro- 

motional material, including free window stickers 
(illustrated). Order Fall FOOTLETS now! Early 
ordering is the way to be sure of enough FOOT- 
LETS to satisfy your customers. 


Write for prices and samples 


J. W. LANDENBERGER & CO. 
Meokers of RANDOLPH KNIT Socks & Anklets 
Caster Ave. at Kensington Ave. 
Phila. 24, Pa. 


Sales Offices: 
New York, Chicago, Boston, 
San Francisco 
* 


The Footlets package is 
customer's assurance of per- 


fect fit—long wear. 





The Shoe Fitter Must 
Know His Lasts 


by PATRICK A. MORGAN 


Or all the important details concerned in fitting shoes, we 
may well place at the top of the list the correct fitting of 
the individual foot with the proper last for that foot. By 
far, the great majority of customer complaints are caused 
by failure to fit the correct type of last. 

Retail store managers attribute this failure largely to the 
fact that low inventory stocks combined with high public 
demand for “just a pair of shoes” have caused even ex- 
perienced shoe personnel to disregard the rules of correct 
fitting. 

They are trying to combat this trend by charge-backs to 
the offending salesmen. Many stores will not employ new 
personnel unless they are experienced shoe fitters. To 
fit shoes from limited stocks and fewer lasts requires more 
tact, ability and experience than was necessary in the pre- 
war years. 

The salesman should familiarize himself with every last 
in stock. Then, in order to avoid customer complaint, he 
should secure a signed statemcnt from the customers who 
insist on having a mis-fitted pair. This will protect both 
the salesman and the store in case of‘complaint. 

In learning to fit lasts properly, it is necessary to study 
the various types of feet. If you are fitting a narrow foot, 
try the arch for flexibility by pressing up with the thumb 
under the heel and the finger tips under the metatarsal 
joints. If the foot elongation is pronounced under pressure, 
yeu will know that the foot must be fitted sufficiently long 
to allow for it. 

A careful foot diagnosis will help satisfy the customer 
and permit more nearly correct fitting even with a limited 
number of lasts. Check the foot completely for measure- 
ments of heel to ball—ball to toe—metatarsal condition— 
heel width—arch and instep. Then select the last that has 
most of the required measurements. 

A study of the bones of the foot and their functions can 
be had from most public library files. This is most im- 
portant to the new shoe fitter as it will enable him to judge 
the type of last needed, often from a visual inspection of 
the foot. 

In the confusion of war and postwar shortages, many 
stores have discontinued their instructive meetings. If shoe 
men are to continue to satisfy customers this training must 
be re-instated as quickly as possible. 

A daily 15-minute training program on feet—fitting— 
lasts and handling the customer should be conducted by a 
competent, experienced trainer. All too often, so-called 
“sales meetings” have deteriorated into “complaint” ses- 
sions, or “what did you have calls for that you could not 
sell?” The store that institutes and maintains the proper 
instructive training program now will profit by it in the 
near future. 

But training program or no training program, the sales- 
man who institutes his own self-training program and per- 
sists in following it to perfection is building his own future 
prosperity in his line of work. 


Award Western Boots 
During Frontier Days 


Cuevenne, Wyo.—The Western Boot Company of 
Tucson, Ariz., donated a fine pair of western boots as 2 
prize in the fiftieth annua] Cheyenne, Wyo., Frontier Days 
celebration held the last week in July. 
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Here, with tripled capacity, equip- 
ment, and personnel, FEELEEZ 
focused on quality and value... 
revolutionized indoor footwear 
with... 






: Au FEELEEZ FACTORY 











Now FEELEEZ are hand-lasted and 
made like the highest price street 
shoes, by skilled craftsmen and the 
most modern machinery . . . 











The new FEELEEZ are glamorously 
styled in fine fabrics and smart 
leathers . . . Scuffs, d'orsays, slings 
and mules .. . flats to 21 /8th heels 
...fetailing from $4 to $10. 
Backed bya... 






AM” GLAMOROUS DESIGNS 






FEELEEZ arresting color ads ap- 
pear in leading fashion magazines. 
And for your store's tie-up, FEELEEZ 
supplies sales-stimulating dealer- 
aids. 





A~w”~ ADVERTISING PROGRAM 








It alladds uptoa... 
NEW HIGH for indoor footwear QUALITY... COMFORT...SALES! 






INTERNATIONAL FOOTWEAR CO., INC. - 121 INGRAHAM STREET - BROOKLYN 6, NEW YORK 
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U. Ss. GOVERNMENT SURPLUS 
SOLD AT LESS THAN 
HALF THE USUAL COST! 

Never Again at Such Low Prices! 


16" HIGH-TOP OILED 
LEATHER BOOTS 


© Greatest of all Outdoor Boots 

© For Hunter, Farmer, Dairyman, etc. 

© 16” high Black waterproof Leather Uppers 

© Heavy Duty Leather Soles & Heels 

© Leather Gussets 

© Double Felt insoles 

© Designed for wear over 2 pair sox 

© Minimum order 12 pair 

® Sizes 812 to 13. Proportionate size range. 

© Delivery about Sept. 15. Widths C, D, E, EE. 
Order now to assure shipment. 


SIZES: 8/2 TO 13 


$630 


plus incoming freight and re- 
packaging as allowed by OPA - 





SKI and 


CLIMBING BOOTS 
2 Models: Leather or Rubber Soles 


© Developed by U. S. Army 
© Heavy Army Retan Uppers 
© Grooved Heels to fit Ski Bindings. 
© Square Toes 
© Felt inner soles 
*Leather Gussets 
© Worn over 2 pair sox 
© Minimum order 12 pair 





#250. Leather 
Soles © 
Sizes 6 te 12 
#249. Rubber 


Soles 
Sizes 5 to 9% 
Widths 


15 c, D, E, EE 
plus incoming freight and re- pertioente’"s ire 
packaging as allowed by OPA — 


ARNOFF SHOE COMPANY 
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The H. Liebes store on Grant Ave. 
nue catered to the exclusive trade with 
showing of mahogany brown alligator 
sling pumps at $32.95. Other Liebes 
showings included black, brown and 
red kid platforms at $24.50, black 
patents at $27.75, and brown calf con. 
servatives at $21.95. 

The same trend is in _ evidence 
across the bay in Oakland where 
Peters Brothers are showing blue 
suedes and black patents at $22.50, 
and Frank Werner’s Broadway store 
featured alligators in red, brown and 
black “mile-high” platforms at $38.95. 
Other showings of the higher grade 
shoes are being seen at Charles 
Kuskins, Lingren’s, H. C. Capwell’s 
and other downtown stores. 

There was a little confusion while 
OPA was inoperative, but almost all 
shoe retailers held their prices down 
to the OPA levels. 

Advance showings of Fall numbers 
are being well patronized, and dealers 
are anticipating continuing record 
breaking sales throughout the balance 
of the year. 

* * * 


CASUAL STYLES LEAD 
IN MINNESOTA 


Minneapolis 


THE first shoes of the Fall season 
show a trend toward the casual, with 
low heels featured for both dress and 
everyday wear, and black in the fore- 
ground in color. Reptiles are peren- 
nially good. 

Roy H. Bjorkman showed a genuine 
alligator lizard pump in brown or 
black. A patent leather sling pump 
with cutout design vamp was well 
liked. The casuals which caught the 
fancy were wedge-heeled, many with 
double platform soles and done in 
fabrics. White gabardine with red 
and green platforms were liked. Yel- 
low gabardine with green platforms 
made an interesting color combination 
which brough goed sales. 

The Young-Quinlan Victorian shoe 
salon showed black or brown gabat- 
dines, with cobra trim on the plat- 
forms, the heels and on an ornamental 
disc. Another gabardine at this store, 
offered for year-round wear had a 
matching serpentine platform im 
brown or black. A popular low heel 
at this salon was offered in black or 
brown bucko and in red calf. It was 
ornamented in white stitching on the ~ 
moccasin front and the welt sole. A 


[TURN TO PACE 88, PLEASE] 
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With every pair of 
“Back-to-school” shoes— 
CAVALIER LEATHER RENEW 


Build good will for your children’s footwear department by 
seeing that every mother gets the proper color in Cavalier 
Leather Renew. 

It means longer life and better wear for every pair of 
shoes you sell. Feature it in every Back-to-School promotion. 


Cavalier Leather Renew is now available in a full range 
of colors from your favorite wholesaler. If he cannot supply 


you—write us direct. 


CAVALIER COMPANY 


Baltimore 30, Md. 
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touch of Summer was retained in 
India-print striped fabric platform 
slings, with butterfly bows, which had 
matching shirred pouch handbags. 
Napier’s showed a severely simple 
sling pump with high platform sole 
in black calfskin. A reptile with ex- 
tremely high heel and platform sole 
in maroon was also well liked. Design- 
ed for dress’ was a brown calf-skin 
sling with a large fluted bow. Con- 


trasting, but fully as high in populari- 
ty, was the flat heel moccasin in 
antique brown calf with hand stitch- 
ing. A loafer of similar style in black 
suede was also a good seller. 

C. M. Stendal offered a wide variety 
of smart styles. Sling pumps in pat- 
ent, with platforms of contrasting 
taille were offered for reviving the 
Summer wardrobe. White, in soft doe- 
skin with calfskin trim, is still in 
favor for Summer costumes. Lizard 
sandals in grey with matching hand- 
bag sold well. Brown and white calf 


and white doeskin spectator pumps in 
open toe, closed toe and slings are 
good items here. 

Packard’s stressed black or brown 
alligator sandals. Platform pumps 
with rosettes trimmed in nailheads 
were dramatic offerings here. 

John W. Thomas & Co. featured a 
cocktail pump of black suede with 
flat bow and platform sole decorated 
with glittering sequins. Another 
smart shoe here was a richly marked 
white python sling pump. 

* # o 


ST. PAUL 


MAURICE L. ROTHSCHILD fea- 
tured sandals for Fall in black cali- 
skin, with open toe and cut out trim. 
Patent sandals with cross bands at the 
toe were favorites for dress. For street, 
sling pumps in black calfskin with 
porthole trim were liked with Fall 
suits and dresses. It is definitely a 
“black” season in styles at this store. 

Field-Schlick featured pumps for 
dark sheers and prints for Fall in 
black or brown suede d’Orsay. 

Husch Bros, showed a side sweep 


low heeled sandal with little but soft 
strips on a high platform sole in black 
suede that was well liked. 

The Emporium shoe salon showed 
sandals in swirl straps and unusual 
play shocs for the remainder of the 
Summer season. These were in polka 
dots and in checks which could be 
worn suitably for either daytime or 
for informal evening, with wedge 
heels and platform soles. They were in 
red or green with white and in red or 
brown with white. 

Newman’s featured sandals—a calf- 
skin off side sandai with high heel 
was popular. A cross-sirip toe design 
in black patent also had appeal. Black 
suede straps which reached from the 
sole to the instep made another dainty 
sandal which was well liked. 

Schuneman’s, Inc., showed white 
fabric shoes for casual clothes. For 
a busy Fall, low-heels were accented, 
in suede slip-ons with open heel and 
closed toe. Red alligator lizard, with 
studded platforms, open toe and heel! 
caught the fancy here. Other nail- 
neads decorated gabardine sling 
pumps, presented as important in the 
new Fall picture. Black sandals with 
porthole trim on straps were offered 
as perfect for the new Fall dark 
sheers. 
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F 
Cutting Capers Everywhere 
for Additional Sales and Profits 


ONSOLIDATED 










Tuer were designed for after-ski 
wear — that’s where they got their 






name; but, smart gals everywhere 
soon found them so ideal for every 
type of lounge wear that they've | 
become a nation-wide Fall and @ 
Winter promotion. 











SUMMER 
CAPERS 











Bias suited for real frosty mornings, because they’re 
made of soft, glovey capeskin with fleecy linings; they’re 
every bit as welcome afoot in steam-heated boudoirs as they 
are in frosty ski cabins or college dormitories. 

Remember SKI CAPERS have a full sister promotion for 
warm weather wear too, SUMMER CAPERS — Together 







( they help you keep moccasins afoot the whole year ‘round. sinnk cat ania 


oLinaTeD Foorweik Corporation wxs'23%c 
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IN FUR COATS, 
it’s the matching... 
IN LEATHER SOLES, 
FIBRE-SORTING 


makes the 


FIBRE-SORTING by England-Walton skilled 
sorters, whose “detective” eyesight senses the 
slightest variations in inner fibre construction 
of leather, assures superior matched soles... 
meaning repeat orders from retailer and wearer 
for those manufacturers who specify E-W FIBRE- 
SORTED leather soles. 


FIBRE-SORTED soles give a merchandisable 
extra ...a selling feature that is 
uniquely E-W. 


ENGLAND-WALTON 


Fibre-sorted soles. 
Cut soles and sole leather. 
Pure oak bark tanned. 


SET 1 
POLARIZED LIGHT PARALLELS England-Walton Division 
KEEN INSIGHT OF ENGLAND-WALTON SORTERS 

a leather soles, mated by fibre-sorting, offer greater flexibility A. C. LAWRENCE 
and wear-resistance. 
PAIRED PHOTOELASTIC STUDIES: Set 1 reveals uneven stress LEATH E R com PA N Y 
lines in unmatched flexed samples . . . like inner structure of un- 
matched leather soles: UNEQUAL WEAR SERVICE. 
Set 2 shows uniform stress lines ...as in E-W fibre-sorted soles: 
LONGER, MORE EVEN WEAR. 


Boston ¢ Camden + Peabody + New York + St. Louis 
Columbus + Milwaukee + Los Angeles + San Francisco 
Ashland, Ky. +* Newport, Tenn. + Hazelwood, N.C. 
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Return of OPA Brings Pricing Changes 





Footwear Affected Is Up 8 Per Cent at Retail — Ceilings Put on 
Imported Leather—Rubber Footwear Up 10 Per Cent 


New YorkK—Within 24 hours after 
July 25, 1946, when President Truman 
affixed his signature to the Price Con- 
trol Extension Act of 1946, three addi- 
tional pieces of legislation became ef- 
fective, all of direct concern to the 
shoe industry. 


SO 162 Increases Extended 


The first of these, Amendment 2 to 
SO 162, called for the extension of 
OPA adjustment on manufacturers’ 
and manufacturing-retailers’ prices for 
low-cost base period shoes. The amend- 
ment extended the imcrease to shoes in 
any price line which are 2a shoes—the 
seme as those made in March, 1942, 
or of at least equal quality. 

The increase amounts to about eight 
per cent at retail on the shoes affected. 
Since the footwear affected amounts 
to only about 30 per cent of present 
total production of footwear, the gen- 
eral level of shoe prices will go up 
about 2.4 per cent, according to OPA. 
Like the earlier increase on lower- 
priced shoes, the price increase on 
standard shoes is allowed to encourage 
their production and curtail diversion 
to less staple “war” model footwear 
which, priced on an “in-line” basis, 
usually has commanded more favorable 
Prices. 

The action has three major parts: 

1. It provides for an adjustment on 
the type of shoes mentioned, to be 
figured by combining the increase listed 
in the previous order for shoes below 
the cut-off points with 7% per cent of 
the difference between the shoes’ base 
period price and the cut-off price. for 
the category. 

2. It permits manufacturers and 
manufacturing-retailers of shoes eligi- 
ble for adjustment under the previous 
order to take the full amount of the 
increase, instead of moving just up to 
the cut-off point. 

8. It permits an additional increase 
in the prices of shoes, covered by the 


order, which are made of kid or goat . 
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leather, as these are subject to higher 
costs because of a recent 10 per cent 
increase in kid and goat leather. The 
increase is to be figured by adding to 
the price of the shoe the dollar amount 
of the leather cost multiplied by .086. 

Under consideration is a plan for 
special adjustment in the case of stand- 
ard shoes not made in the base period 
which are squeezed under present 
prices, 

Among minor changes, the amend- 
ment provides a method of figuring a 
retail price to be used by manufactur- 
ing-retailers who had only a manufac- 
turer’s price in the base period. They 
are to multiply their manufacturer’s 
price, adjusted according to the amend- 
ment, by 1.495 to determine their man- 
ufacturing-retailers’ price. 

Two new categories of footwear are 
included in the amendment: boots with 
leather uppers eight inches or more in 
height, and fabric slippers. Prices un- 
der the order are to be made effective 
on the date a report is filed with OPA, 
though the latter reserves the right to 
amend. 


Ceilings Put on Imported Leather 


The second new regulation, amendment 
5 to MPR 61, places importers’ purchase 
prices for foreign leather under price 
ceilings for the first time. This action, 
also effective July 26, 1946, was taken 
because lifting of wartime restrictions 
on importations of leather now enables 
importing industrial users to bid up 
prices for foreign leather and thus put 
pressure on both foreign and domestic 
prices levels. 

Importers previously had ceilings 
only on resales of foreign leather. This 
served as a check on purchase prices 
of importers who resell. However, no 
check was provided on importing indus- 
trial users other than the ceilings on 
their finished products. Ceilings will 
now be established for each importer, 
whether a reseller or industrial user, 

{TURN TO PAGE 112, PLEASE] 





NSMA Head Awarded 
Medal of Freedom 


HANoveR, Pa.—Lawrence B. Shep- 
pard, president of the National Shoe 
Manufacturers Association and presi- 
dent of the Hanover Shoe Company, 





LAWRENCE B. SHEPPARD 


Hanover, Pa., has been awarded the 
Medal of Freedom by the War Depart- 
ment for meritorious service in aiding 
the United States in the prosecution of 
the war. This medal was established 
as a means of recognizing individuals 
who have performed acts which have 
been of direct benefit to military oper- 
ations. Mr. Sheppard was awarded this 
medal because of his mission in the 
European Theatre of Operations while 
he was assistant director of the Leather 
and Shoe Division, War Production 
Board. He was given the broad respon- 
sibility of investigating all footwear 
and sock problems in the ETO and sub- 
mitted recommendations thereon direct 
to the War Department. 

During the winter of 1944-45 there 
were thousands of cases of trenchfoot 
among our combat troops. Mr. Sheppard 
through his exhaustive analysis of the 

(TURN TO PAGE 112, PLEASE] 
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1945 Production Tops 1944 by 5 Per Cent 





March Is Biggest Month—Government Footwear Peak Reached About 
V-E Day— New York and Massachusetts Lead States 


WASHINGTON — The production of 
shoes and slippers in the United States 
during 1945 amounted to 486.2 million 
pairs, according to figures released by 
the Bureau of the Census, Department 
of Commerce. Of these, 443.9 million 
pairs were for civilian use and 42.3 
million pairs were made for the govern- 
ment. 

The 1945 production was 5.1 per cent 
more than the 462.5 million pairs pro- 
duced in 1944, Civilian production in- 
creased 6.3 per cent in comparison with 


1944 figures of 417.4 million pairs, 
while government production decreased 
6.2 per cent from the 45.1 million pairs 
produced in 1944, 

The monthly survey on which this 
release is based covered approximately 
1,100 factories using conventional shoe 
machinery and producing shoes and 
slippers made principally of leather. 
Factories primarily engaged in produc- 
ing rubber footwear or footwear with 
fabric uppers and vulcanized rubber 
soles were not included in the survey. 
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The biggest single month was March 
with 44,280,570 pairs of footwear, 
closely followed by June and May, 

Taken categorically, the production 
breakdown is as follows: The biggest 
month for men’s dress shoes was No. 
vember with 5,480,514 pairs. Likewise, 
production of men’s work shoes wag 
highest in November with 2,117,588 
pairs. October with 1,602,031 pairs of 
youths’ and boys’ footwear was high. 
est in that category. Women’s shoe 
production reached 18,330,577 in June 
and was considerably less for the re 
maining months of the year. Misses’ 
footwear production had its highest 
peak in May with 3,060,460 pairs, 
Monthly production of children’s foot- 
wear reached its peak in June when 
2,608,331 pairs were made. March saw 
a total of 3,217,407 pairs of infants’ 
and babies’ shoes produced, represent- 
ing the only category to reach its 
peak during the first few months of 
1945. Production of footwear for the 
government climbed steadily early. in 
the year and reached a peak in May, 
about two weeks prior to victory. in 
Europe, with 5,477,598 pairs, tapering 
off to a low of 632,157 pairs in De 
cember after the Pacific war was cul- 
minated. 

Among the states New York led with 
101,932,582 pairs, followed by Massa- 
chusetts with 94,969,997 pairs. The 
other big producers were Missouri, New 
Hampshire, Pennsylvania, _ Illinois, 
Maine and Wisconsin in that order. 





in Stock 
September 1 
for Immediate 
Delivery 
in BROWN only 
sizes 6-11 


* Lasted like shoe on special 
Shearling Lasts 

* Plastic-finished Electrified Extra- 
Deep Pile Shearling 
One-Piece Vamp 
Chrome Tanned Padded Sole 
Strong Nylon-Stitched Seams 


Price: $3.15 F.O.B. Boston 


COLT-CROMWELE 





Frank Brothers to Move 
Uptown in New York 


New York — Frank Brothers, high 
style shoe store for men and women at 
588 Fifth Avenue, has recently pur- 
chased the building at 9 East 57th 
Street, according to an executive of the 
firm. However, occupancy will not be 
realized by the company for approxi- 
mately a year since renovation must 
await vacancy of the premises by the 
present tenant. 

At least three floors of the building 
will be devoted to selling space for ac- 
cessories, and men’s and women’s shoes. 
The remainder will serve as storage 
and office space. Louis Freeland has 
been engaged as architect and Miss 
Dorothy Draper will supervise the de- 
corating. Refinite plans for the in- 
teriors have not yet been drawn up but 
they will be designed to convey an “air 
of quiet elegance.” 

Frank Brothers will not retain two 
stores, but will vacate their Fifth Ave- 
nue shop upon moving uptown. 


Shoe Store Incorporated 
in Northwest 


VANCOUVER, WASH. — Manary - Ed- 
wards Shoes, Inc., was recently formed 
and incorporated in this city with cap- 
italization of $25,000. Incorporators of 
this shoe enterprise are Vern L. and 
Virginia S. Manary, and John C. and 
Elizabeth Edwards. 


Coward Executive Named to 
Board of Parent Company 


New YorK—aAlbert S. Aronson, vice- 
president of the Coward Shoe, Inc, 
has been elected a member of the 
board of directors of Lane Bryant, Inc. 
according to a recent announcement 
by Harry Liverman, chairman of the 
board. 


ALBERT S. ARONSON 


Mr. Aronson, who has been with 
Lane Bryant since 1928, was general 
manager of Coward Shoe for nearly 
twelve years prior to being named 
vice-president, a year ago. Co 
Shoe is a subsidiary of Lane Bryant. 
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Color Adds Distinction to 
Shoe Department 





Shee department of Bannon's Department Store, St. Paul, 
Mina. Mirrors and spotlighting help the customer to select 
shoes. Children's section is at the rear. Stockrooms are 
at the back of this section, entered through a door at the 
side of the large mirror. 

The sloping walis at the side are a series of porthole 
decorated display units, with waxed wall papering, which 
ore used for display. 


Sr. Paut, Minn.—Unusual colors lend an air of distinc- 
tion to the remodeled shoe department in Bannon’s, here. 
Overall space of the modernistic shop has been increased 
by approximately 75 feet. 

The new layout brings the women’s department to the 
front, with a direct opening to the street as well as through 
large arches to the other departments of the store. 

“We feel,” said E. G. Mark, buyer and manager of the 
department, “that our distinctive decorative scheme has 
much to do with drawing traffic. Lemon, plum, and blue 
gray, used in both paint and wallpaper decoration, an un- 
usual color combination. 

Picture-frame windows with glass backs, allowing the in- 
terior of the store to be seen from the sidewalk, set off the 
merchandise. Near the windows on each side are special 
display units built against the wall, for flexible displays. 

The outline of the salon is ship-like with “fins” which 
divide stock in the women’s section. These extend from 
the stock shelves and divide them into three row sections. 
The remainder of the stock is hidden in stockrooms di- 
rectly behind, reached through a center doorway concealed 
behind draperies. Large portholes in these dividing sec- 
tions and ventilators along the upper part of the room 
give a wave-like decoration. 

The children’s department has a low curved settee at one 
side, with rows of chairs at one end of the section. The 
background is mirrored with a curved wall, which sets the 
department somewhat apart from the rest of the shoe salon. 

A low triangular table, with glass top, placed near the 
settee displays a number of pairs of shoes. This table dis- 
play and other points in the salon are spotlighted from the 
ceiling. 

At the front of the salon, in* the women’s section, a large 
low glass-topped table holds another display of seasonal 
shoes. 

The men’s shoe department at present is located a little 
distance from the new salon, but eventually a new section 
for men will adjoin it. A large archway will separate the 
men’s section. Thus, the whole family can be served in the 
one salon, though mother, father, and children, all will have 
their individual sections. 
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SMOOTH GOING 
WITH PACKARD 



























ough shoe retailing may go at a gait 
hastened or retarded by remote control, Packard high 
quality continues unchanged. Packard retailers know 
that this assurance keeps their business sound, and 


holds good customers. 





WITH PRIDE 


M. A. PACKARD COMPANY srockTon, mass. 








































Makes Old Shoes 


Look New Again 











Not an 
ordinary 
Shoe Polish 


WITH THE USE OF 


Light Brown, Medium Brown, | 
, Dark Brown, Army Tan, Biack 
and White. | 


SWANK SHOE DRESSINGS, INC. 
WLW YORK, W. Y. | 





© UNUSUAL 


OPPORTUNITY 


After a lifetime of service in shoes, the 
retirement of its owner necessitates the 


IMMEDIATE SALE 
of this Profitable Wholesale 
JUVENILE SHOE BUSINESS 


@ Established Over 30 Years 


Consistent Record of Profitable Operation 
and Growing Volume 








CINCH, | @ Located in Center of New York City’s Whole- 
scuffs, scratches, sale Shoe Market 
hard-wear signs @ Favorable 5 Year Lease on Modern Six Story 
disappear Building 
immediately © Fully Equipped Offices, Show and Stock 
« Rooms 
Safe to use @ Enjoys Nationwide Reputation for Integrity 
Non-Inflammable @ Cordial Factory Relations with America’s 
2 Finest Producers of Volume Juvenile Shoes 


WRITE OR WIRE 


; OPPORTUNITY 





BOX No. 194, BOOT AND SHOE RECORDER 
100 EAST 42ND ST. @ 


NEW YORK 17, N. Y. 








Industry Uncertainty Cuts 
Chicago Show Attendance 


Cuicaco—The regular monthly show 
held at the Morrison Hotel on July 29- 
30 under the auspices of the Chicago 
Shoe Travelers’ Association was par- 
ticipated in by some 80 exhibitors. 
Those lines which included merchandise 
for early Fall did an active business, 
with buyers showing no resistance to 
the purchase of gabardines. In most in- 
stances orders were balanced to the pro- 
portions of 25 per cent leather and 75 
per cent non-leathers. Suedines, how- 
ever, were not wanted. Buyers reject 
them in the 75 per cent classification 
and designated gabardines instead. 

Calf in women’s shoes continued in 
big demand with practically none of 
this leather to be had. Calfskin in men’s 
shoes have been so long absent from 
these shows, that buyers no longer ex- 
pect it. 

The current uncertainty in the entire 
shoe industry was reflected in the at- 
tendance which was rather less than 
heretofore. Many buyers who formerly 
came regularly to these shows and are 
now confronted with uncertainty of 
prices as well as delivery, refrained 
from attending the July show. Vacation 
schedules also were partly responsible 
for the decreased number of visitors. 


94 


Houses which had plastic patent to 
offer quickly sold out. Buyers were well 
satisfied to accept this substitute, com- 
menting that where a plastic shoe can 
be cut out in one piece, without fancy 
seamings and stitchings the model holds 
up well, but difficulty is encountered in 
patterns where the material splits or 
breaks away from overlays or pinkings 
or cutouts. 

Style interest in slingbacks continues 
unabated. Both high heels and flats are 
wanted in all sections of the country. 
With the imminent opening of the back- 
to-school season, buyers’ demand also 
centered upon young people’s shoes, 
moccasins, loafers, and saddle oxfords, 
etc. 

The next scheduled show is Septem- 
ber 3 and 4, at the Hotel Morrison. 





Fifth Avenue Store 
Reopens after Alterations 


New York — The Andrew Geller 
store at 537 Fifth Avenue, New York, 
reopened recently after having been 
closed for alterations. The interior of 
the store has been redesigned and re- 
decorated, making it the salon type and 
concealing the stock. 

The alterations were supervised by 
George Nemeny and A. Geller, archi- 
tects. 








New York Lifts Ban 
On X-Ray Machines 


New YorKk—The ban on the use of 
X-Ray machines of the type used in 
shoe fitting, imposed July 17 and re- 
ported in Boot AND SHOE RECORDER, 
issue of August 1, has been lifted pend- 
ing further investigation. Health Com- 
missioner Israel Weinstein imposed the 
ban originally because the use of this 
machine apparently contravened the 
provisions of the city’s Sanitary Code. 

It is now understood that the matter 
will be submitted to the city’s Board 
of Health at its next meeting, during 
the second week of September, and 
interested parties, both manufacturers 
of the machines and retailers’ associa- 
tions, will be asked to submit briefs 
upholding their contention that the use 
of these machines is not dangerous. 





New Unit to Have 
Footwear Department 


KEARNEY, NeB.—Sears, Roebuck & 
Co. has opened a new unit at Kearney, 
Neb., with a complete family shoe de- 
partment. The company recently com- 
pleted remodeling and consolidating 
three adjoining buildings to form the 
new store headquarters. New ware- 
houses also are being provided by set- 
ting up large Quonset huts. 
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Sumdial. is THE 


MODERN FIVE 
FACT .WONDER! 





HE easiest way to conjure up in- 
} creased sales and greater profits 
is through ‘the magic of the Sundial 
Franchise. Proof is in the Sundial 

vs 4 FIVE FACTS! 
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FACTS... 


ONE NAME COVERS THREE MARKETS! 
Men's, Women's, and Children's. 
A PRICE RANGE TO FIT EVERY CUSTOMER! 
Not just one price . . . but a wide range to appeal to 
every pocketbook . . . and top value at every level. 
TOP QUALITY IN EVERY PRICE RANGE! 
Made by the World's largest shoe manufacturer. 
AGGRESSIVE, CONSUMER-TESTED ADVERTISING! 
Every advertisement reaches 9,091,624 people 
from Maine to Florida. 
COMPLETE MERCHANDISING PLAN 
From store design to all promotional material ! 


A COMPLETE PRICE RANGE 


in all Sundial shoes for men, women, teen-agers, 
and children, makes it possible to suit the bud- 
get of every customer! Sundials offer quality so 





FOR FURTHER INFORMATION, WRITE TO 


DIVISION OF INTERNATIONAL SHOE 


MANCHESTER NEW HAMPSHIRE 











FOR STYLE 


FOR COMFORT 
FOR VALUE 


A sturdy chair that stands up against constant use. Uphol- 

stered in new leather-textured, piastic coated fabric. Finished 

in either modern Frosted Oak or Walnut. In green, bive or 
red. Ready for immediate shipment. 


KORRECT-WAY Displays 
DIVISION OF AMERICAN FIXTURE & MFG. CO. 
$f. LOUIS 3, 


PRINCIPAL CITIES 


2300 LOCUST - 
DISTRIBUTORS IN ALL 





Your best buy 
in chairs ... for 
ony purpose. 
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No. A201 


$1975 


EACH 





MO. 








The future looks good . .. When the raw ma- 
terial shortage loosens up, we will again make 
all the AR TUBE Ribbon you need... 


IN THE MEANTIME 

We distribute ribbon of the finest manufacture. 
Perhaps we can fill your exact need. We may 
already have a floor stock of the exact width 
and color needed for your business. We can 
manufacture and dye according to your specifi- 
cations today. 

We represent three mills and a dye house now 
in operation. We can assure you of the finest 


possible manufacture. 
Let us know what you need. Our representative 
will call on you. 


THE ALLPEECE CORPORATION 


4059 Park Avenue . 











New York 57, N. Y. 








West Coast Group Plans 
November Convention 


Los ANGELES, CALIF.—A three-day 
convention of retailers from western 
states is to be sponsored by the West 
Coast Shoe Travelers Associates Nov. 
24, 25, 26. Both the fourth and fifth 
floors of the Hote] Alexanderia in this 
city, totaling some 150 rooms, have 
been secured for sample rooms with as 
many more sleeping rooms available. 

Sample rooms will be limited to mem- 
bers of the WCSTA who will also show 
in their permanent sample rooms, with 
the headquarters in the Haas Building 
available to visiting buyers. A style 
show is scheduled for Monday evening, 
a dinner dance for Tuesday night, and 
a golf tournament is_ tentatively 
planned for Thanksgiving Day. 

Committees for the convention fol- 
low: 

Convention Committee — Emi] Gold- 
man, Carl Winneguth, Carl Johnson 
and Frank Foster; Entertainment Com- 
mittee—Harvey Conn, Nat Berkowitz, 
Harry Sobel, Jimmy Thompson, Tony 
Thomas and C. J. Hutchison; Style 
Committee — Seymour Fabrick, Harry 
Bennigson, Fred Perlberg, W. Collatt 
and Jack Rogers; Reception & Registra- 
tion—Tom Malley, Martin Lee, Jack 
Goldman, R. H. Peek and Joe Gross; 
. Promotion. & Program— Harry Ter- 


hune, John Zingelmann, Bud Chesney, | 


Gil Winneguth, Dick Heider and Wil- 


liam Ahern, Sr.; Transportation—Jack 
Olsten, Jack May and David Mills; Re- 
tailers Advisory Committee—Paul Jes- 
burg, Bill Gude, Jack Goddard, M. W. 
Vannice, Tom Bagwill and Joe Fergu- 
son. 

Recent new members of the Associ- 
ates are John Scott Black, represent- 
ing the Supreme Shoe Co. of Los An- 
geles, and the Aristocrat Bag Co. of 
New York; David D. Tolin, of Los An- 
geles, Sewanee Shoe Co., division of 
General Shoe Corp.; and Jack Evans, 
U. S. Rubber Co., local branch, foot- 
wear division. 


Promotion Builds Marshall 
Field’s Teen-Age Sales 


Cuicaco—lIn the one year’s time since 
Marshall Field’s basement shoe depart- 
ment opened its Young Crowd Corner, 
business with the teen-age customer has 
grown by leaps and bounds. On Aug. 
13, just a year since the opening of the 
section, this department carried through 
with an outstanding promotion. Fea- 
turing footwear at $6.50 was a half 
page ad in the Daily News. At the 
same time Taffy Barnes, cover girl on 
the August issue of Calling All Girls, 
made personal appearances throughout 
the week, speaking at the co-ordinated 
fashion shows held in the apparel sec- 
tion and following through with her 
presence in the shoe department. In 
the language of the school girl, con- 


sumer response was “out of this world.” 

Following this, another promotion 
Aug. 18 will: feature moccasin and 
loafer types, the flat-heeled shoes chosen 
by practically every school girl today. 
an ad in The Sun will announce the 
showing of brown, black and red foot- 
wear in calf and bucko in these popu- 
lar styles. 

Scheduled for the week of Aug. 26 
is still a third promotion, this time on 
Merry-Go-Round flat, the shoes which 
were first featured here last August 
when the Young Crowd Corner officially 
opened. ° 

Arthur A. Brown, buyer of women’s 
and girls’ shoes, said the only difference 
between these events and pre-war pro- 
motions lies in the volume. Formerly, 
practically unlimited stocks would have 
encouraged large scale promotions. But 
under present shortages, his depart- 
ment can be assured of only a limited 
amount of merchandise, which warrants 
the use of only one newspaper for each 
event. 


Store Marks Diamond 
A iv ry 

ARKANSAS CiTy, KANs. — The New- 
man Dry Goods Company, five-story 
department store in this city, is mark- 
ing its 75th year. Founded in 1871, 
the firm has grown from a small wood- 
en building dating back to horse and 
buggy days. 


Boot and Shoe Recorder 








al Me 





a 
= 


Gates FSFesges 


ara TS TF 


NEWS FROM NEWMARKET, NEW HAMPSHIRE 
shout LITTLE YANKEE shoce 


vay 


Items of interest to Little Yankee dealers and friends . * Published now and then by the Yankee Shoemakers 
. Oiant 


LET’S LOOK AT THE RECORD 


When 0.P.A. lapsed did the 
Yankee Shoemakers run up 
their prices? NO ..... 


Almost alone in our stand in the shoe field we 
“held the line.” The following letter to LITTLE 
YANKEE customers bears witness to our action. 








































In the critical period after July 
22nd when leather was not 
being shipped to manufacturers, 
did the Yankee Shoemakers 
stop shipping shoes? NO. . . 


We kept shipping, we kept manufacturing, and 
we accepted customers’ orders on a regular 


When 0. P ‘ A. was revived did allotment basis. This is just another example of 


the turn of mind at the Yankee Shoemakers’ 


the Yankee Shoemakers take plant. We will leave nothing undone as we 


achieve a position of leadership in the quality 


new, full increases? NO © e e and merchandising of LITTLE YANKEE Shoes. 


Aware of our customers’ problem, we cooperated _ Le 4 


to hold prices: the following excerpt from a 
letter to LITTLE YANKEE dealers bears witness to President, the Yankee Shoemakers 
our action. Newmarket, New Hampshire 
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PROFITS ARE 


ON THE RISE 


GERDA’ 


ALL LEATHER 
CHILDREN'S SLIPPERS 
























Ne. 306—FAUST. Fine 
Smooth Leather Uppers, 
Flexible Hard Leather 
Seles. Colors: Brown, 
Blue. Sizes: 6 - 12. 


$2.10 


No. 40i-— ZIPPER 
BOOTEE. All Leather 
Uppers, Leather Collar, 
Flexible Hard Leather 
Seles, Regular Half 
Sizes. Colors: Red, 

Sizes: 


GERDA 


Here's a gala collection of ALL LEATHER 
SLIPPERS to send your child customer's spirits 
and your sales soaring! The rich variety of 
color appeals instantly to their young eyes. 
Their attractive all leather construction makes 
immediate friends with parents; result: Greater 
Profits for Gerda dealers featuring these out- 
standing values. An early order will enable 
you to brighten up your Children's Depart- 
ment in ample time for the long fall slipper 
selling season ahead. 


Ne. 301—-OPERA. All 
Leather Uppers, Fiex- 
ible Hard Leather Soles, 
Fine Grain Leather, 
Regular Half Sizes. 
Colors: Brown, Red, 
Blue. Sizes: Infants’ 
5-8; Children’s 82-12; 
Misses’ 12% ~- 8. 


$] 55 


TERMS: Net 10 days, F.O.B. New 
York. Minimum Order 18 prs. per 
color — State Second Color Choice. 


AUGUST-SEPTEMBER DELIVERY 


Footwear COMPANY, INC. 


IMPORTERS * 
158 DUANE STREET, NEW YORK 13, N. Y. 


EXPORTERS 














Plan to Redecorate Basement 
Shoe Section 


Cuicaco—Still in the planning stage, 
but anticipated as a completed work 
by Oct. 1, is the redecorating job which 
will be done in Marshall Field’s base- 
ment shoe sections in the State Street 
store. 

Using a medium blue for the wall 
tint, new chairs and display cases will 
be installed throughout the department. 
The chairs are chromium with leather- 
ette seats in navy blue, others in Alice 
blue and some in wine red. Both 
straight and armed types will be used. 
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Fitting stools will have the same color 
variety in their upholstery. 

The Young Crowd Corner will remain 
in its same location but will also be 
painted and redecorated to harmonize 
with the rest of the department. The 
selection counter which runs the length 
of the State Street wall will again be 
installed there. First established three 
years ago by Arthur A. Brown, buyer, 
it has proven-its value over and over 
again. Since the basement section never 
gets outside window display, this coun- 
ter, where a sample of every shoe car- 
ried in stock is on view, serves as a 
window to the buying public. 


Named Ansonia Manager 


In Buffalo 


BuFFALO, N. Y.—The Ansonia De 
Luxe Shops, Inc., of Buffalo, N. Y., 
has installed Meyer Block as manager, 
He has had 14 years’ experience in the 





MEYER BLOCK 


retail shoe business in Buffalo, being 
formerly associated with the William 
Hengerer Company and with Burt’s 
Shoe Company. 

Mr. Block succeeds J. Schoen, who 
is now with Ansonia in New York. 

Both Mr. Block and Mr. Schoen as- 
sumed their new duties last month. 





May Shoe Sales in Ohio 
Drop 8 Per Cent 


CoLUMBUS, OHIO—A total of 24 inde- 
pendent retail shoe stores in Ohio, rep- 
resenting communities of all sizes, hav- 
ing aggregate dollar sales volume of 
$333,107 during May, 1946, reported 
sales for that month were 35 per cent 
ahead of the same month of 1945, while 
they were 8 per cent less than for 
April of 1946. 

Sales for the first five months of 1946 
were 19 per cent ahead of the same 
period of 1945, reflecting both the lack 
of rationing and increased prices, ob- 
servers said. The figures were released 
by the Bureau of Business Research at 
Ohio State University, in conjunction 
with the U. S. Department of Com- 
merce. 

Independent retailers in all lines re- 
ported May sales were 45 per cent 
higher in 1946 than in 1945, and 9 per 
cent higher than in April of this year. 





Hold Formal Opening 
After Remodeling 


TerrE Haute, Inp.—R. O. Hornung 
held a formal opening for Hornung’s 
Fine Footwear at 26-28 South Seventh 
Street, upon the completion of a re- 
modeling program of many months. 
The store announces a new policy of & 
40-hour work week for employees 
throughout the entire year. 
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materials in current production are at higher prices set 
during OPA holiday. They will close down entirely 
within 5 to 8 days as present inventories of leather and 
materials become exhausted unless the situation is 
deared up. Manufacturers do not in any way blame 
tanners for their stand but do blame the situation on 
bad administration by government agencies.” 
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Trade Leaders Demand 
Rapid Price Action f f}} FX 
5-Kag Pentteation 


Importers Ask Decontrol 

On August 5, the National Association of Importers 
of Hides and Skins added its voice to the chorus of 
protests in a telegram to OPA Administrator Paul A. 
Porter, asking for the decontrol of hides, skins and 
leather on the grounds that “sales of imported cattle 
hides, calfskins, pickled sheepskins, hair sheepskins and 
all other skins have practically stopped since revival of 
OPA.” “This,” the telegram continued, “is a serious 
handicap to the entire trade which relies to a great 
extent on imports, particularly goatskins and hair 
n sheepskins.” 

Informed merchant opinion, hastily canvassed by 
Boor aND SHOE REcoRDER, is unanimously of the 
opinion that “something should be done quickly” in 
< order to afford an uninterrupted flow of shoes from fac- 

tory to store. They are by no means unanimous as 
to the means to be taken to achieve the desired end. 
Opinion ranges all the way from sympathy with the 
position taken by Washington to outright condemna- 
* tion of the OPA law recently passed by Congress. 
- Speaking for the retailers of the country, the National 
Shoe Retailers’ Association, commented in its August 








; National Footwear News, that “while this contention Check hese 

(that shoes should be decontrolled) has a good deal of EXTRA Ml customers. Three 

; merit, - is somewhat cng to consider the compass FE ATU RE + separate buttons on the in- 
and logic employed. It is maintained that production ; 

; has reached record quantities and with factories con- New Low Step otrument panel atine 

, tinuing to turn out large volume, further price control three stages of penetration 

is unnecessary. The validity of this argument would be Compact Size —light, medium and heavy 
much sounder if some of its protagonists had acted on Mischief Proof —to accomodate the differ- 
their opinion instead of stampeding to advance prices ence in thickness of chil- 
op pega gig gh a ricin asp ot Ses, eens Ok eee 
calls for clarification. This association has adit Now X-Ray Volt nae sora ei tome nx 
gone on record as recognizing the significance and im- yEAR GUARANTEE ture that simplifies oper- 
portance of replacement pricing and the validity of * ation — speeds sales! 








replacement as a cost criterion. However, no one can 


cverlook the potential abuses of such a policy, partic- alunys & STEP ahead 
ularly in connection with deliveries that are long over-| BBB BEEE @ "~~" ""7"c" CTC CCC CC 4 
due. For goods in process or still to be put into process, Gentlemen: Please send me with- | 
a replacement price may be justifiable, but the line should on the mew and better PRIMEX 
' 
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i ; SHOE FITTER. 
rawn on merchandise due weeks and even months EQUIPMENT CO. 
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ago, and only now being delivered. To increase the soul LA Sais f: Serre ' 
price on such merchandise is arbitrary and, in far too | = es -pyartt Biota eee 

: ' CHICAGO 3 yaw ' 
many instances, clearly inequitable. ieee geartue-<: ee nee eee ; 
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WE ARE HOLDING TO OPA PRICES 
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Approximately 13” high. 
Extra-heavy leather soles and 
heels. Woter-resistant, fiex- 
ible, oiled uppers and raw- 
hide laces. Full grain construc- 
tion throughout. Felt inner- 
soles provide utmost comfort. 
ideal for hunters, farmers, 
dairymen, and all outdoors- 


‘s iS. a 


Pius 19% ¢ pair for 
inbound freight and 
repacking costs 
allowed us by OPA. 
in units of 24 pairs 








in @ well -bolenced 
grouping of sizes. 


Must be bought in following 24 pair combinations. 
No exceptions made. State number of combinations desired. 
COMBINATION 1 
C width—12 poirs—sizes 6-12 
E width—12 poirs—sizes 7-111, 
COMBINATION £2 


O width—12 poirs—sizes 7-12 end sizes ore 
EE width—12 pairs—sizes 5-111, approximate 


end sizes are 
approximate 








Unequalled for skiing or climb- 
ing. Rates high os a sturdy 
work shoe. Water -re- 
sistant uppers; rubber- 
cleated non-slip soles. 
Fit government ski 
bindings. ‘‘Rocker- 
bottom™ for easy walk- 75 
ing. Eagerly bought by PAIR 
miners, farmers, dairy- 
men, linemen, road builders, workers _ Mf Fg pee 
in steel mills, slaughter houses, ice citoved us by OPA. te 
houses, ond by all ovtdoor workers. units of 24 prs. in a well- 
bal d size grouping 
Must be bought in 24 pair combinations as fellows. 
No exceptions mode. State of combinations desired. 
C width—12 pe gm oon 
(oven-eizeo 
E width—12 poirs—sizes 5-91 Soe amet oan 
COMBINATION £2 stanoano sizes 
D width—12 pairs—sizes pr. fquivacent vo 


SERVICE MANUFACTURING CO., INC. 


120 EAST 16th STREET + NEW YORK 3, N. Y. 
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Sales Volume Up in Nebraska 


M OST Lincoln shoe departments showed an increase rang. 
ing from 10 to 50 per cent over sales volume in July last 
year, despite growing shortages, but volume was down 
rather sharply from June record and near-record sales, 
buyers reported. Several large-volume departments jndi- 
cated July volume was off about 15 per cent from last year, 
although volume for the first seven months of 1946 is well 
ahead of 1945. 

Roy Miltonberger, co-owner of Haney’s Shoe Store, said 
that shortages reduced sales considerably in July under 
June and also under July 1945. Late July stocks were 30 
per cent lower than a year ago, and the greatest shortages 
are in better grade women’s shoes of the arch type, and 
better men’s shoes, he stated. Veterans don’t want plain toe 
shoes, he finds, but are demanding wing tips and other 
fancy styles. Moccasins are in demand also. 

Fifty per cent of his shoes are sold before they are deliy. 
ered, Mr. Miltonberger said, and he doesn’t believe stocks 
will be back to normal for at least 18 months. He does look 
for some improvement by next Spring however. 

Both Mr. Miltonberger and George McLaird, buyer at 
Hovland-Swanson, predict suede dress shoes for women 
will have a bumper selling season this Fall. Mr. McLaird 
said that a shipment of 60 pairs of black sling pumps in 
suede which arrived in the later part of July sold out in a 
week at $17.95. Earlier than usual demand for Fall shoes 
has been observed both by men’s and women’s departments. 

Max Ellinger, co-édwner of Ellinger’s, Inc., and J. P. 
Timbers, shoe department manager at Sears, Roebuck & 
Co., reported that shortage of men’s dress shoes has been 
severe during the past month. Work shoes have been a 
little easier to get, but supply fell far short of demand. 
Most of volume here during July was in women’s play shoes, 
with customers demanding better quality than last year. 

Several buyers in women’s departments reported that 
Lincoln women have turned thumbs down on fabric casual- 
type shoes. Demand last month was for better casuals made 
of leather. E. G. Gothard, manager of Baker’s, also reported 
that farm women are asking for leather shoes with backs, 
and have been showing resistance to the sling pumps. 

Buyers also said that clearance sales of Summer shoes 
were not going over well. Women started asking for Fall 
shoes in dark colors late in July, one department manager 
asserted, and refused to look at Summer whites even when 
priced below the cost to the retailer. 


Trade Leaders Demand 
Rapid Price Action 
[CONTINUED FROM PAGE 99] 


“The complications in the present situation would be 
intensified if hides, skins and leather are now held back. 
Unless the flow of raw material and leather is uninter- 
rupted, shoe manufacturers would also become reluctant 
shippers on the ground that they did not know their 
replacement costs and were unable to produce for lack 
of material. It would seem urgent that OPA act as 
swiftly as possible to remove the uncertainty which 
began to freeze business as soon as the new law was 


signed.” 
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Marott’s Open First of 
Four Neighborhood Stores 


INDIANAPOLIS, INDIANA—An attrac- 
tive neighborhood store has been 
opened by Marotts, Inc., in the eastern 
section of the city. Part of an expan- 
sion program, it is the first of four 
to be located in the North, East, South 
and West districts. Each will follow 
the pattern of the downtown store, 
showing nationally advertised brands, 
according to Aubrey L. Cox, secretary. 

Prior to his death, George J. Marott, 
founder, gave the store to 52 veteran 
employees and to Butler University. 
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One of two clever newspaper an- 
nouncements prociaiming the opening of 
Marott's East side branch store at 4128 
East Tenth Street, Indianapolis, Ind. From 
a humble beginning in 1884 Marott's has 
become one of the largest shoe stores in 
the nation. The new branch is part of an 
expansion program which calls for three 
more stores in this city. 


Two unusually clever ads announced 
the opening of the new store. The en- 
tire background of one consisted of a 
panoramic view of the city o: which 
was superimposed a reproduction of the 
exterior views of the downtown and 
neighborhood stores. The announce- 
ment was printed on white strips to 
resemble ticker tape with the pledge 
of continuing “faith, gratitude and 
loyalty to the ‘Horizon Futura’ of a 
thriving Indianapolis.” Against the 
black and white background of the 
aerial view, it was particularly effec- 
tive. 

The other ad heralded “Marott’s 

Event” in large letters aided 
by the drawing of a stork carrying the 
hew store in a bundle suspended from 
its beak, and by use of a clever, printed 
announcement of the “birth” of the 
new establishment. 
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A patent-ly right early fall creation 


footwear. 
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High heel sling pump, 
black mesh with patent 
leather trim. 


S...5-9 M...3-9 
C...2%-9 


TO RETAIL PROFITABLY AT 


$0) tw *7 
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to please the most discriminating taste. 
Exquisitely styled and finely crafted 
by masters of the art of building smart 








Red is the predominating color in 
the new store’s decoration. The front 
is in red with gay strips of yellow 
trimming. Copies of the announcement 
ads were featured in each of the two 
windows. 

Inside, the carpeting and brocaded 
mats for the show cases are red 
which make a rich contrast for the 
oak woodwork. The comfortable leather 
chairs are upholstered in red and navy 
blue, and in the children’s department 
a shining red bench with quaint arm 
rests carved in the shape of animals 
catch the eye of young customers. Mont 
B. Padgett is the manager. 


To Lease Shoe Department 
In Southern Store 


Sureverort, La.—The B. S. & W. 
Shoe Company, Inc., expects to open a 
new shoe department in the Palais 
Royal department store about Septem- 
ber 15. The store, a four story struc- 
ture, is now being remodeled along 
modern lines. 

The shoe firm will lease the ladies’ 
and children’s shoe department and 
feature footwear from $6.95 up. Offi- 
cers are T. A. Williams, president; 
Dan L. Boone, vice-president; and Roy 
M. Skinner, secretary. 











lke 


Scott’s FELT CUSHION 


PINCH PADS and TONGUE PADS 


. . » Two popular items from Scott’s com- 
plete foot appliance line. These are made 
from the best grade of white, resilient 100% 
wool felt, in adhesive backs or remoistening 
glue backs. Ladies’ and men’s styles. 














LEATHER MULE 


Your customers will appreciate your 


Showing Scott's Com- 
plete ‘‘Profit’’ Line. 






SOLD EXCLUSIVELY 
THROUGH SHOE STORES 
SHOE DEPARTMENTS 
AND FOOT SPECIALISTS 












- FOOT APPLIANCE 
“OM PAW Y>y 
OMAHA 8. NEBRASKA 


ANOTHER 


GERDA'S 


MEN'S ALL LEATHER SLIPPERS 
TO MAKE YOUR PROFITS SOAR 





Ne. 310 — MEN'S ALL 


Brown (Red and Blue avail- 


recommendations from the Scott line—in able in Sopt.). Leather 
demand from coast to coast. Soles. Sizes: 6 - 11, 
Write for Catalog $2.75 


GERDA 








CPA Re-Licensing 
Leather Exports 


WASHINGTON, D. C. — Quotas for 
leathers under export control have now 
been established for the third quarter 
of 1946 and export licensing will be 
resumed immediately, the Civilian Pro- 
duction Administration has announced. 

The major quotas are as follows: 
Sole leather......... 3,200,000 pounds 
Other cattle leather ..3,500,000 sq. ft. 
Calf and Kip leather .2,500,000 sq. ft. 
Goat and Kid leather .2,000,000 sq. ft. 

Immediately after international con- 
trols on leather and hides were ended 
on June 26, the office of International 
Trade of the Commerce Department 
stopped issuing licenses for export of 
those commodities from this country 
Meanwhile the government carefully 
reviewed foreign requirements and con- 
sidered the impact of the export pro- 
gram upon the domestic supply under 
the new situation. 

The quotas which have now been 
established are considered adequate to 
meet essential foreign requirements 
and at the same time are within limits 
which will not seriously affect the do- 
mestic economy, CPA said. The amounts 
approved for export, type by type, are 
in general approximately the same per- 
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No, 317 — MEN'S ALL 
LEATHER OPERA 


Brown (Red and Give avail. 


able in Sept.). Leather 
Soles. Sizes: 6 - 11. 
$2.95 





TERMS: Net 10 days F. O. 8. New 


York. 
AUGUST — SEPTEMBER DELIVERY 


Minimum Order {8 pairs. 


Footwear 
COMPANY, INC. 


IMPORTERS © EXPORTERS 
158 DUANE ST., NEW YORK 13, N. Y. 








centages of production exported in pre- 
war years. 

No export quota for cattle hides has 
been established at this time. Export 
licensing of cattle hides was also sus- 
pended on June 26. Prior to that time 
the United States had been allocating 
for export about 200,000 hides a 
month, while importing about 30,000 
hides per month. 

Although CPA’s declared intention 
was to lift the United States embargo 
on hide exports when it became clear 
that essential foreign requirements 
could no longer be met, John R. Steel- 
man, Reconversion Director, more re- 
cently gave assurance that “virtually 
no export licenses for cattle hides and 
skins have been issued since June 26 
and except for cases of extreme ur- 
gency none will be issued for an in- 
definite period.” The statement was 
made at an emergency meeting in 
Washington when a committee from the 
National Shoe Manufacturers Associa- 
tion met with Mr. Steelman to map 
action to overcome an almost complete 
stoppage of hide and leather distribu- 
tion. 





May Footwear Sales Up 
43 Per Cent in Indiana 


BLOOMINGTON, IND. — Independent 
shoe stores in Indiana showed a 43 per 
cent increase in retail sales during May, 


1946, over May, 1945, according to Indi- 
ana Business Review, published by Indi- 
ana University. The gain was larger 
than the average 35 per cent increase 
by all kinds of independent retail stores 
in Indiana. 





Iowa Firm’s History 
Bound Up with State’s 


MUSCATINE, Iowa — In conjunction 
with centennial celebrations held last 
month when Iowa marked its 100th 
year of statehood, Wilson’s, the oldest 
shoe store in the state, tied its adver- 
tising to the state’s history. 

Established in 1854, Wilson’s has 
been in the same location for 92 years. 
Ads in local papers read in part, “The 
old eyes of our windows watched the 
first flying machine over the city and 
the first horseless carriage on Second 
Street. We have weathered the unrest 
of two great World Wars. Ask any 
‘Old Timer.’ He’ll tell you that you 
can depend on Wilson’s.” 





Shoe Store in New Building 


SoutH Benn, Inp.—In a new build- 
ing in the center of the downtown busi- 
ness district, the new Hanover Shoe 
Store will open at the corner of Michi- 
gan and Washington Streets, August 
24th. 
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New Shoe Club 
Formed in Chicago 


Cuicaco — A new organization of 
shoe men has been formed here under 
the name of the Chicago Shoe Club. 
Membership consists of retailers, whole- 
salers, manufacturers and their rep- 
resentatives. 

For several years past the Morrison 
Rotel provided Chicago travelers club 
rooms free of rent on the mezzanine 
floor, but demand for hotel space early 
this year deprived the group of this 
rendezvous. 

It has been the feeling among a great 
many shoe men here that an organiza- 
tion like the Chicago Shoe Club has 
been needed, and the idea, is being en- 
thusiastically received. The club is a 
non-profit organization and its purpose 
is to promote and stimulate good fel- 
lowship and closer relationship among 
men associated with the shoe industry. 

The group has taken space on the 
nineteenth floor of the Republic build- 
ing, 209 S. State Street, where club 
rooms will be maintained for the use 
of members. 

Officers pro tem of the Chicago Shoe 
Club are: president, Stanley Hultgren; 
vice-president, B. J. (Jack) Cohn; sec- 
tetary, Ray P. McCarthy; and trea- 
surer, Ralph Wolpe. The board of di- 
rectors includes Norman F. Conty, 
Julian H. Chapman, H. H. Casanave, 
Paul Gill, Benjamin Lavin, Tom Mc- 
Cosky, J. W. McHenry and W. D. Pat- 
terson. 

The travelers will still maintain a 
paid room in the Morrison and that 
hotel is also headquarters for Norman 
Souther, secretary of the National Shoe 
Traveler’s Association. 





Some Army-Navy Specifica- 
tions Now Available to Public 


WASHINGTON, D. C.—Several hundred 
Army-Navy specifications for various 
products are now on sale (in photostat 
and microfilm form) by the Office of 
Technical Services, Department of Com- 
merce. Rubber cement, sateen cotton 
cloth, glue, silk and nylon cord, enamel, 
humidity cabinets, lubricating grease, 
and magnesium alloy welding flux are 
but a few of the products treated in the 
specifications. 

Each specification describes Army- 
Navy requirements for material and 
workmanship, methods of sampling and 
testing, packing and marking for ship- 
ment, and other applicable require- 
ments, 

Business men may address inquiries 
concerning the availability of any. par- 
ticular specification to the Reference 
Service Section, Library and Reports 
Division, Office of Technical Services, 
Department of Commerce, Washington 
25, D. C. Prices vary with the length 
of the specification. 
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Department Utilizes Store 
Pillars for Displays 


MINNEAPOLIS, MINN.—The shoe de- 
partment of the Powers Store makes 
good use of the pillars in the section 
for display. Square glass units are 
built around the pillars, making dis- 
plays possible on four sides. “Thus,” 
said James Lazar, shoe buyer, “we are 
able to show a good number of varied 
styles without using too much space. 
Though we show but one shoe to a 
shelf, we are able to display 16 differ- 
ent styles in one of the pillar units.” 
A unit similarly styled, but much 


larger, with the width of the display 
facing the traffic aisle on one side and 
the shoe department on the other is 
also used. Recently, a striking display 
was made of nailhead platforms in 
black on one side, with an all-white dis- 
play on the other. One of the end dis- 
plays was also of white and the other 
of black. 


“Our most popular styles,” said Mr. 
Lazar, “we place in the traffic aisle 
which leads directly from a street en- 
trance to the elevators. The display 
serves as a partial partition to the sec- 
tion, so it takes away no working 
space.” 
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Yes — Shower Toes are back . . . and in 

almost unlimited quantities. 
%& THEY MOVE FAST! At 75 cents per 

pair, they literally walk right out of the store. 


YOU NEARLY DOUBLE YOUR MONEY. 
They cost you $4.62 per dozen. You sell at 
$9.00 per dozen. 

“@®> Ladies love Shower Toes’ trim, smooth- 
as-skin look and feather-lightness. They're 
on-and-off in a jiffy and tuck away in a coin- 
purse size pouch. 


national advertising tells it 


BETTER YET —try a trial order of two 
dozen packed in a display carton. 


THE elky RUBBER CO., MASSILLON, OHIO 











Sales of Independent Shoe Stores 
Department of Commerce, Bureau of the Census 
Shoe Stores, May, 1946 


-———————_Dollar Sales——_____. 

Number Per Cent Change 
of r A ——, 
May, 46 May, ’46 

vs. vs. 
May, 45 Apr., °46 

+38 —15 

+21 —15 





+34 
+55 
+26 


+81 = 
+40 ~ié 
+38 ~is 
+25 —17 
+22 —is 
San b es on 4) —i1 
Seattle, Wash. 8 +25 +7 
1 Includes reports received too late for inclusion in previous monthly 
totals. * Number does not apply in all cases to the year-to-date fig- 
ures. *Insufficient data. ‘No data. *Compared with $7,048,591 in 
May, 1945, and $11,455,179 in April, 1946. 





Indianapolis Sales Mount Steadily 


$ ALES continue to mount steadily over a year ago in all 
Indianapolis retail shoe stores and shoe departments, with 
prices up from 10 to 15 per cent. Stocks are very low in 
fact, the lowest in years, and it has become difficult to sat- 
isfy many of the old line patrons. 

Summer shoes are in good demand, and the ladies’ de- 
partments are selling more white shoes than usual. With 
the scarcity of black patent leathers, cotton gabardines have 
come to the front. Color variations in blue and white, and 
red and white combinations are meeting with excellent de- 
mand, although almost any color will sell. 

Men’s stocks are at a low ebb with no prospect of replen- 
ishing diminished stocks. The demand for heavy footwear 
is increasing. 

Men have definitely become casual conscious, and sales 
of this style footwear have shown a marked increase in all 
retail shoe stores with volume in casual types almost doubled 
over last year’s sales. 
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ravelers, 
Hote! Plankington, Milwaukee, Wis. 
August 18, 19, 20, 1946 
Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel, Chicago, 
il. September 3, 4, 1946 
Shoe Show, Michigan Shoe Travelers’ 
Club, Hotel Statler, Detroit, Mich. 


October |, 2, 3, 1946 
Shoe Show, New England Shoe & Lecther 
Association, Hotel . Boston, 


946 





October 21, 22, 23, 24, | 
T-avelers 


ravelers 
Hotel, Pittsburgh, 
November 9, 10, 11, 12, 


Shoe Show, lowa National Shoe Trav- 


elers' Association, Fort Des Moines 
Hotel, Des Moines, lowa. 

November 11, 12, 13, 

Shoe Show, Southwestern Shoe Travelers’ 

i Shoe 







November 11, 12, 13, 14, 

Spring Showing, Mid-Western National 
Shoe Travelers ,Paxton Hotel, Omaha, 
Neb. November 13, 14, 15, 
Spring Shoe Fair, Indiana Shoe Trav- 
elers’ Association, Murat Temple, 
Indianapolis, Ind. November 17, 18, 
Annual Meeting, Tanners Council of 
America, Palmer House, Chicago, Il. 


jemin Franklin Hotel, Philadelphia, 
Pa. January 19, 20, 21, 
Leather Show, Tanners Council of Amer- 
ita, Hotel Commodore, New York, 
N. Y. March tI, 12, 
National Shoe Fair, Hotels New Yorker, 
Commodore, Biltmore 


McAlpin, . J New 
York, N. Y. April 27 to May |, 1947 


1947 





Chain Plans New Outlets 
In West 
PORTLAND, OrE.—The store formerly 
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Cincinnati, Ohio 


. FOOT REST | 
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FLexie! 


; 5 soe the Wedding Bellis 
and the Knitting Needles... 








OF KRIPPENDORF FOOT REST PREFERENCE! 


The teen-ager buys shoes only for the eye—the old- 
ager only for the foot. But from 25 to 55—when 
women insist upon both fit and fashion—those are 
the Krippendorf Foot Rest years. Right for any 
occasion—wearable from morning to night—Foot 
Rests have thirty years of preference. And they're 
the best buying-power years in her life. 


The Krippendorf-Dittmann Company 


New York Showroom: Marbridge Building 


Foot Rests are MODERATELY priced. 


*Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's 
Home Companion, Good Housekeeping, The Grade Teacher, and The Instructor. 














784 S. W. Alder Street, has been taken 
cver by Silen’s Footwear, a retail shoe 
store chain with principal offices in 
Seattle, Wash., where the company has 
been in business for 14 years. Richard 
A. Bradford has been appointed man- 
ager of the new Portland store. 

Silen’s Footwear is preparing to open 
new stores in San Francisco, Oakland 
and Los Angeles in California; and at 
Spokane, in Washington. 

The new Portland unit of Silen’s 
Footwear will feature corrective shoes 
and will have X-ray equipment for the 


occupied by Nisley Shoe Company at proper fitting of problem feet. 
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Hose Sell at Nine Pairs 
Per Minute 


HUTCHINSON, KAN.—The recent 
feverish action in the Kinney Shoe 
Store here when silk hose were put up 
for sale was described by the manager, 
M. T. Montgomery, as “just like an as- 
sembly line!” 

With the assistance of two clerks, 
Mr. Montgomery rushed out nearly 285 
pair of hose to 250 persons in less than 
a half hour. The hose were sent here 


by air express and became available 
when government held silk was re- 
leased. 
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WORK SHOES 
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Men's Steel Toe Safety Shoes 
| Men's Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massachusetts 
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Clever Window Promotes All-Black Shoes 





BOWS 


LEATHER OR PLASTIC BOWS 
$4.80 Doz. 
metal clips with new hose protector 
at once delivery 


R. E. BROWN 
620 N. Central, Glendale 3, Calif. 
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“OUTDOR-EES" 
Flexible California Process 
BLACK SUEDE 


™ $8.26 


a pair 


2% 10 Days Net 36 
FOB Chicago 


No. 1636 


ALL OVER BLACK SUEDE UPPER 


With Suede Covered Platform—Leather 
Sole. Sizes: 4 te %, (half sizes) M width. 
Packed 36 pa’ rs to case, assorted sizes. 
Minimum Onder 18 pairs (half case). 


Immediate Delivery 


WILLIAM COHAN CO. 


Casuals—Sport Shoes— Slippers 
19-21-23 So. Wells St., Chicago 6, Ill. 

















NEW YORK—"Coal biack to light that gleam in his eye,” is the caption in the 
above shoe window at Roaman's, ready to wear specialty shop on 39th St., New 
York. Created by Jerry Hammer, display manager, the window has an ordinary 
ash can painted with rich orange-brown edges. Three smaller cans are suspended 
by wires. The floor is scattered with lumps of coal. Three spots with rose-pink 
color slides highlight the all-black background. 

The window contains all-black shoes in patent leather, gabardine, suede and kid, 
with handbags from the accessories department. 

Roaman's shoe department is being enlarged to occupy additional space recently 


acquired. 





Baker’s Being Remodeled 
In Nebraska 


LINCOLN, NEB.—Baker’s Shoe store, 
1123 “O” Street, is being entirely re- 
modeled to present one of the most mod- 
ern, up-to-the-minute shoe stores in 
Nebraska, according to E. G. Gothard, 
manager. The store will be redone in 
the California style, with new carpet- 
ing, seats, display fixtures, fluorescent 
lighting and front. 

The new front will have curved cor- 
ners and will extend to the top of the 
two-story building. Display windows 
will be rebuilt, and lucite doors in- 
stalled, so that customers can see to the 
back of the store from the street. 

A new handbag department will be 
installed near the front entrance. 

The interior. will have Grecian style 
paneling and indirect lighting. 

An improved air conditioning system 
will be installed and stock capacity in- 
creased. 


Play Shoe Window Draws 
Crowds in Minneapolis 


MINNEAPOLIS, MINN. — The Powers 
department store put in a window dis- 
play of play shoes recently that was 
a crowd stopper. 

Bright-colored play shoes of many 
kinds were shown on hanging shelves. 
Against the shelves was a series of 
manikin legs, conveying the impression 
that their owners were reclining and 
resting their feet in a raised position. 
A huge beach hat was flung down at 
the other end as though the owner 
might be hidden under it. The hats 
formed a border around the window. 

The shoes on the feet of the manikin 
legs were gay play shoes in several 
styles. Hats were of bright, vivid col- 
ors. The gaiety of the window and the 
clever manner of directing attention to 
the play shoes not only drew smiles, 
but stopped passersby sufficiently long 
to afford time for full examination of 
the shoes. 
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Manufacturing and Markets 


[CONTINUED FROM PAGE 68] 


in which case the wholesaler and the manufacturer with 
in-stock facilities stand to gain. 

(For New England’s reaction to the price muddle in 
which the industry now finds itself, see story on page 64.) 

June is now revealed by actual statistics to have been the 
biggest buying month of the year to date. Orders placed 
with the Massachusetts shoe and leather industry, as mea- 
sared by the Associated Industries of Massachusetts, 
reached an index figure of 149.3, as compared with 129.2 
in May of this year, and 96.2 in June of last year—a gain 
ever May of about 16 per cent; and over June, 1945, of 
55 per cent. The year 1926 is used as the base for this 
index. 

The New England shoe states, Massachusetts, Maine and 
New Hampshire, produced during April 17,280,000 pairs, 
an increase of 1 per cent over March, 1946, according to 
an analysis prepared by the New England Shoe and Leather 
Association based on reports of the U. S. Bureau of the 
Census. The New England shoe states registered the fol- 
lowing changes in this period: Massachusetts and New 
Hampshire showed on change while Maine was up 5. per 
cent. The value of shoe shipments from New England dur- 
ing April totaled $46,511,000. 

The Massachusetts shoe industry employed approxi- 
mately 39,445 workers during April and the average 
amount of total weekly wages paid them amounted to §$1,- 
505,862, according to the Association’s analysis of the 
indices of the Massachusetts Department of Labor and 
Industries. This represented an increase of 13 per cent in 
employment and 27 per cent in payrolls over the same 
month last year. The average weekly wage during April 
amounted to $41.08. 


Suspend Regulations on 
Tanning Materials 


Wasuincton, D. C.—Because of increased production of 
vegetable materials used in tanning leather, the Civilian 
Production Administration has announced that it will sus- 
pend its regulations governing the use and delivery of those 
materials, effective August 31, 1946. The vegetable tanning 
material order, M-277, was suspended rather than revoked 
because of the possibility of future shortage. - 

The supply of most of the tanning materials listed in the 
order has been ample for some time. Chestnut extract con- 
tinued short until recently, but now the supply and demand 
are about equalized. CPA officials expect that production 
of this substance during July and August will exceed the 
average monthly requirements of approximately 5,000,000 
tan units. (A tan unit is one pound of 100 per cent tannin.) 

Order M-277, in effect since February 1943, has hitherto 
restricted tanning materials to essential uses. It has also 
restricted deliveries of chestnut extract in order to allocate 
them fairly. 





Move Shoe Department 


Inpianapouis, Inp.—The Shoe Shop of L. Strauss & Co., 
Inc., the Man’s Store, has been moved from its temporary 
quarters on the sixth floor to its permanent home on the 
first floor mezzanine lounge. 
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BUY 


Your Quality Footwear 


from 


M. K. Weil Shoe Co. 

Our firm has a background of 
more than 15 years of fair dealing 
and integrity in the buying 
and selling of quality shoes. 
Because it is our policy to pay 
fair prices, we are in a position to 
offer more attractive inducements 
to retailers and manufacturers 
when we buy .. . and better-selling styles 
to our retail customers when we sell. 
From our own stocks we offer 
for sale more than 500 styles in 
quality shoes for men, women and 
children. We buy lots large or small. 


Correspondence invited. 


M. K. WEIL SHOE CO. 


1215 Washington Ave. 
St. Louis 3, Mo. 


While in Town... See Weil 
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MEN'S SLIPPERS 


ALL LEATHER MEN'S OPERA 
Full Leather Lined, Lockstitch Construction, 


Ne. 402 
e Sizes: 6-11, 7-12 
24 pr. min. 
& Colors: Brown, Black 
Also in Everetts at $3.25 


SELBURN SHOE CO.., Inc. 
153 Duane Street New York 13, N. Y. 
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MEN'S MOCCASINS 
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Smooth Leather Uppers 
Brown Orthopedic Soles 


$2.40 wera 


Sizes: 6/2 to 11. Packed 24 pairs to case. 
Minimum Order — 12 Pairs. 


KANDEL SHOE COMPANY 
Men’s and Boys’ Fine Shoes 
114 Reade Street New York 13, MN. Y. 











MEN'S SHOES 
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66 Years Tie Store to Historic Street 


This modern store with a solid 
name in 66 years of continuous hb 


glass front is the third te bear the Berkow 
ry on Third Avenue, New York City. The first 


store, founded in 1880 by Barnet B. Berkow, father of Lew Berkow, proprietor of 
the present establishment, was in a five-story east side tenement building. 


NEw YorK—From a five-story east 
side tenement building to a modern- 
ized, commercial structure suited to the 
needs of a thoroughly up-to-date retail 
shoe establishment is the amazing 
transformation wrought on Third Ave- 
nue, New York, between 114th and 
115th Streets, recently, to provide suit- 
able quarters for the store of Lew 
Berkow, who has conducted a success- 
ful retail shoe business in that locality 
for the past 22 years. 

The name of Berkow goes back much 
farther than that in the annals of New 
York’s retail shoe business, for it was 
in 1880 that Barnet B. Berkow, Lew’s 
father, first opened a shoe store on 
Third Avenue, in the neighborhood of 
30th Street. There Lew went to work 
at the age of 18 years. Subsequently 
the uptown store was opened in a loca- 
tion diagonally opposite the new store, 
and a substantial business was de- 
veloped largely through specialization 
in well known branded lines of foot- 
wear. Among the lines featured were 
Florsheim, W. B. Coon, Gold Cross, 


Etonic Arch, Health Spot, Old Colony, 
Roblee, Air Step and Stride Rite shoes 
for children. 

There was nothing wrong with the 
old location, but Berkow’s business was 
compelled to give way to progress in 
the development of modern housing, 
and the old building on the west side 
of Third Avenue was torn down to 
make way for the new James Weldon 
building project, which will replace the 
older structures of that area with many 
blocks of modern apartment buildings. 
So Mr. Berkow acquired the building 
across the street, had it rebuilt and 
modernized, with a solid plate glass 
front providing complete visibility into 
the attractive pastel tinted interior, 
and equipped it with the most modern 
store furniture and fixtures. Much of 
the stock is concealed from view in 
storerooms at the side and rear. At- 
tractive, leather-covered chairs and 
benches have been added and the store 
now forms one of the most inviting re- 
tail establishments in that area of the 
city. 





Veteran Buys Ohio Store 


INDEPENDENCE, OHIO—Cole Pryor, a 
veteran of three years in the Army, 
bas purchased Waldron’s Brownbilt 
Shoe Store at 209 Main Street here. 
Mr. Pryor will operate the store as a 
family shoe store serving the needs of 
the Independence trading area, han- 
dling lines from various manufacturers 
whose types and price ranges meet 
these needs. 

The store opened under Mr. Pryor’s 
management on July 22nd. 


Parasols Enhance Shoe 
Window Display 

St. Paut, MINN. — White parasols 
with fringed edges hanging above a 
display of white, and black and white 
shoes in the shoe salon windows of 
Schuneman’s, Inc., have drawn quick 
attention to the display. 

The wirdows have mirror back- 
grounds so placed that the shoe display 
can be seen from every angle. 

Bags in matching styles are shown 
with the shoes. 
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«Genuine smooth Black Suede. 


- Genuine leather sole and heel. 


-” 


«Black silk faille covered 
platform and linings. 
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IMMEDIATE D 





503 N. 12th Street St 


TOBY SHOE COMPANY 


Louis 1 





Won't 





Mo. 


you drop us a line and ask for further literature about the 
“finest in X-Ray shoe fitting’? 


M. B. ADRIAN & SONS X-RAY CO. 
2509 S. Howell Ave. 


STYLES CHANGE 
PERFORMANCES IMPROVE — 


Milwaukee 7, Wisc. 














New Report Tells Story 
Of American War Production 


WASHINGTON, D. C.—The relation- 
ship between Allied strategy during 
World War II and the volume of Amer- 
ican industrial production is shown 
strikingly in a_ historical report, 
“Chronology of the War Production 
Board and Predecessor Agencies: Au- 
gust, 1939 to November, 1945,” issued 
by the Civilian Production Administra- 
tion, successor to WPB. 

Analysis of industrial production as 
the war progressed.underlines the fact 
that the decision of Allied strategists 
to fight two wars simultaneously in 
widely separated areas was made pos- 
sible only by the record-breaking efforts 
of American industry and labor. 

Part of a program to make available 
to the government and the public a 
complete and accurate account of the 
problems involved in industrial mobil- 
ization for defense and war, the report 
relates chronologically (1) the major 
military and diplomatic events of the 
‘war; (2) the industrial problems, such 
as the need for controls and priorities, 
labor shortages and planning for re- 
conversion, which stemmed from the 
war situation; and (3) the action tak- 
en by the War Production Board and 
predecessor agencies to eliminate sup- 
Ply bottlenecks and increase production 
to meet the strategic needs of the war. 
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Requests for copies of the report 
should be sent to the Information Divi- 
sion, Civilian Production Administra- 
tion, Washington, D. C. 


Former Store Manager 
Opens Own Business 


New HAVEN, ConNN.—David Wasser- 
man, with thirteen years experience in 
the shoe business as manager and 
clerk, realized a long cherished ambi- 
tion when he opened a store of his own 
at 171 Crown Street, here. 

Wasserman’s Shoes, the new store, 
was opened to the public on August 
3rd, offering a selection of men’s shoes 
ranging in price from $6.95 to $16.95. 

At present Mr. Wasserman plans to 
handle only men’s shoes, but future 
plans call for the opening of another 
store which will handle women’s shoes. 

Mr. Wasserman formerly worked as 
manager for Cooper’s Shoe Shop of 
New Haven, and A. S. Beck’s store in 
Waterbury. 


Change Name of 
New York Store 


JOHNSON City, N. Y.—Northup’s 
Shoe Store will be known in the future 
as J. Reiff, Inc. The store was recently 
incorporated under the latter name by 
Joseph C. Reiff who acquired the in- 


. terest of H. J. Northrup early in 1945. 


British Women “Queue Up” 


For Sling Backs 


Open toe, wedge heel, sling back shoes 
are first in popularity with British wo- 
men at the present time and are fea- 
tured in all the collections now being 
shown to trade and public. 

As yet the output of such shoes is 
lamentably small and is snapped up by 
shoe-hungry women immediately the 
quota appears in the stores. In almost 
every center there is still an early 
morning queue anxious: to obtain a 
share of that morning’s quota. 

There is also, at this time, a desire 
to get back to high fashion heels and 
it would be unwise to ignore the trend 
but there is every indication that the 
majority of manufacturers intend to 
feature the wedge heel and in some in- 
stances to produce their entire outputs 
in this type. 


Independent Firm Opens 


Third Outlet 


New YorK—Louis S. Wolf, owner of 
two quality shoe stores in the New York 
area, has announced the opening of a 
third store at 38 Pondfield Road, Bronx- 
ville, N. A. All of the salons are known 
as Mayfair Shoes, Ltd. 

The other stores are at 526 Madison 
Avenue, New York, and at 735 Franklin 
Avenue, Garden City, L. I. 





‘ 
; 
; 
N 
¥ 
‘ 


il 


wor 


CHILDREN'S SLIPPERS 


| ZIPPER Booties 








153 Deane St. New York 13, N. Y. 








erm 4 


DISPLAY SHOE FORMS 
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CELLULOID — ladies’, misses’, children’s — flesh 
color only, varied heel heights and sizes—immediate 


Alse PLASTIC (Lucite) DISPLAY SHOE STANDS, 
men’s or womon’s—attractive. 


Write for samples or details 
LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 
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WOMEN'S CASUALS 
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“OUTDOR-EES” 
Black Plastic Patent 
SLING PUMP 
An Unusually high quality Style Hit! 


Style No. 1420 
Immediate 








Delivery 


heads around Faille Platform 
Leather Sole—Sizes: 4 to 9 (half-sizes) M width 
Packed 36 pair cases, assorted sizes 





Casuals — Sport Shoes — Slippers 
19-21-23 S. Wells St., Chicago 6, Ill. 
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Store Offers Shoppers Comforts of Home 


~ 


SCRANTON, PA.—A new Michael Lewis shoe shop has been opened at 430 
Spruce Street, here. The last word in modern design, the store offers Scranton's 
women the comforts of their own home while making purchases. Customers are 


seated in upholstered chairs. 


Six men are employed under the direction of manager, Al Silverman. A novelty 


line from $8.95 to $16.95 is featured. 


Other Michael Lewis shops are located in Germantown and in Philadelphia. 





NESLA to Sponsor 


Boston Show 


Boston, Mass.—The New England 
Shoe and Leather Association will spon- 
sor a Boston Shoe Show on October 
21-24th, according to T. Kenyon Holly, 
chairman of the show committee. 

“This show, which will be held at 
the Hotel Statler, is primarily for man- 
ufacturers servicing the volume trade 
—wholesale, chain store and mail order 
houses. Unlike the recent association- 
sponsored, Market Weeks, it will be 
operated strictly on a business basis, 
with no banquets or fashion revues 
scheduled,” Mr. Holly pointed out. 

“The 1946 Boston Shoe Show is ex- 
pressly being held to accomodate the 
large shoe buyers in the volume trade 
who buy their Spring season require- 
ments early. Adequate hotel accommo- 
dations are assured all exhibitors and 
visiting buyers,” Mr. Holly promised. 

Members of the Boston Shoe Show 
committee include: chairman, T. Ken- 
yon Holly, Holly Shoe Co., Littleton, 
Maine; Stuart H. Armstrong, Wiley- 
Bickford -Sweet Corp., Worcester, 
Mass.; A. W. Berkowitz, Bourque Shoe 
Co., Raymond, N. H.; Mark Edison, 
International Fabric Corp., Boston; 
Jack Sandler, A. Sandler Co., Boston; 
Samuel L. Slosberg, Green Shoe Mfg. 
Co., Boston; Benjamin Stone, Stone- 
Tarlow Co., Inc., Brockton, Mass.; 


George A. Dempsey, Farmington Shoe 
Mfg. Co., Dover, N. H.; James Molloy, 
Salvage-Molloy Shoe Co., Manchester, 
N. H.; N. P. Lyons, Saco-Moc Shoe 
Corp., Portland, Maine; Henry Still- 
man, H. C. Stillman Shoe Co., Lawr- 
ence, Mass.; Myer Saxe, Kesslen Shoe 
Co., Kennebunk, Maine; and secretary- 
manager, Maxwell Field, executive 
vice-president of the New England 
Shoe and Leather Association. 


To Teach Merchandising 
In New England School 


CLAREMONT, N. H.—Shoe dealers in 
this section were interested in an an- 
nouncement by F. Lester Trafton, new 
superintendent of schools here, that a 
course in retailing, merchandising and 
sales organization will be inaugurated 
for the juniors and seniors at Clare- 
mont high school this Fall. 


Store Reopens after 
Two Week Closing 


LirtteE Rock, ARK.—The Guarantee 
Shoe Company, located at 107-109 West 
Capitol Street, this city, re-opened July 
29, featuring one of the most complete 
selections of shoes for the family in the 
Little Rock area. 

The store closed July 15 in order to 
give its employees vacations, and to 
add complete selections of many famous 
brand of shoes. 
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The SHOE Retailer's 
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write for ne souvenirs 
los a novelties 


39-45 W. 19th St., New York 11, N.Y. 


SUPPLYING ADVERTISING 
NOVELTIES SINCE 1907 


AYS! 











“Rolla” Foot Exerciser 


PATENTED 
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—Massages Feet 
—Loosens Up Muscles 
—Helps Circulation 
—Makes Feet Tingle 


Retails at $2-°° 
EASY TO SELL 
COSTS YOU $1.00 


ASK FOR 
Newspaper Mats 
2% 10 Days 


Cash in on this 
Big Mail Order Item 


FOOT CHOICE SHOES, Inc. 
F.0.8. MARIETTA, OHIO 
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Survey Shows Retailers 
Neglect Radio Advertising 


New York — The National Retail 
Dry Goods Association has released 
the results of a survey of the nation’s 
retailers made to determine the value 
of radio advertising as applied to de- 
partment stores and specialty shops. 

The replies which came from stores 
of every type and size, and geographi- 
cally represent the entire country, show 
that, as a whole, retailers use only a 
fraction of their advertising budget 
in radio, and that only two-thirds of 
the stores sampled used the medium 
at all. 

The survey reported that while 70 
per cent of the department stores re- 
porting had made some use of the 
medium in 1945, only 51 per cent of 
the specialty shops used radio time. 
Stores of greater volume made greater 
use of this type of advertising, and 
retailers situated away from the East- 
ern seaboard used radio to a greater 
extent than those situated along the 
Atlantic Coast. 

The survey shows that musical pro- 
grams were the most prevalent in use, 
accounting for over half the time pur- 
chased. Household programs were sec- 
end, and spot announcements followed 
with 39 per cent and 29 per cent re- 
spectively of the total reported. 

The NRDGA survey further shows 
that retailers, as a whole, are not de- 
voting much of their sales promotion 
effort to radio channels. More than 
half devote only 10 per cent of their 
budget to this medium, and one quar- 
ter, 5 per cent or less. Even those 
reporting radio as “highly successful” 
do not allocate a much greater per- 
centage than the above. 


Vacation Theme Window 
Attracts Sales 


DENVER, Coto. — The J. C. Penney 
Co., at Sixteenth and Champa Streets, 
deftly tied a pipe and a pair of shoes 
into a unified whole in a “Vacation 
Time” window that displayed shoes for 
hard wear and comfort. 

“For Traveling Comfort” was the 
sign on parchment-type paper across 
the top of the display, with another 
sign, “See the Glorious West.” In the 
background was a-broken wagon wheel, 
framed in the center of which was a 
large picture of the famous California 
mission at San Juan Capistrano. 

There was one pipe, partly hidden in 
a tobacco pouch. Five pairs of brown 
shoes with soft, comfortable-looking 
leather tops were displayed. Some 
stanted upon the wagon wheel; others 
reposed flat, one pair was immediately 
alongside the briar pipe. Four pairs of 
wine-colored hose completed the win- 
dow. The display’s sales appeal may 
be judged by the fact that in a four- 
minute period three men stopped to look 
at the display and two of them entered 
the store. 








STOP 


NEEDLESS 


FADING 


TRANSPARENT 

SHADES STOP 

FADING RAYS*— 

YET GIVE YOUR DISPLAYS 
COMPLETE VISIBILITY. 


Almost 500,000 In Use! 


*over 90%, by actual test! 


FRE. — Big, new book, “Sun Pro- 

tection Plus Visibility.” Mlus- 
trated throughout. Generous samples of 
Transp arent Shade material included. See 


how to stop needless fading, and in- 
crease your display profits! 


WRITE TODAY FOR YOUR FREE COPY 


Ts anecainal 


SHADE COMPANY 


Department 10, 501 N. Figueroa St. 
Les Angeles 12, Calif. 
Telephone Trinity 0851 
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The JULIETTE 
Genuine Black, Brown or Blue Suede. 
Genuine Black, Brown, Army Russet, Blue 
or Red Calf. Gold or Multi Nailheads. 
Price 70¢ per pair—12 pair minimum order. 
All Bows with Clips 
IMMEDIATE DELIVERY 


“BOWDETTES” 


110 West 34 St., New York 1, N. Y. 
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WORK SHOES 
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ALL LEATHER 
“HUNTER SIX" 


WORK SHOES 


Goodyear Welt Construction 
Heavy grain leather innersole 
“Pancord” no-mark outersole 
Leather counter—Stock bellows tongue 
Leather heelpocket and top facing 
Plump black prime elk uppers 
Reinforced at all points of wear 











Return of OPA Brings 
Pricing Changes 
[CONTINUED FROM PAGE 91] 


by letter order upon application to 
OPA’s national office. 

The ceilings established will be in 
line with those already in effect for 
domestic leathers but in no event shall 
exceed the foreign invoice price plus 
actual costs paid by the importer. 

On resales, importers are allowed a 
mark-up of 7% per cent, when the 
leather is sold exactly as purchased. 
Transportation charges may be added. 
The same ceiling applies on all subse- 
quent resales. Applications also must 
be made to OPA for an individual ceil- 
ing when resales are made of foreign 
leather other than exactly as purchased. 

Premiums for war risk insurance no 
longer are being allowed on leather 
because of the return now to normal 
insurance rates. 


Rebber Footwear Increased 


The third regulation, amendment 8 
to RMPR 229, likewise became effective 
July 26, 1946. It permitted retail ceil- 
ing prices for waterproof rubber foot- 
wear to be increased ten per cent on 
the average. 

This action was taken to allow retail 
sellers to pass on recent increases in 
wholesalers’ and manufacturers’ ceiling 
prices for this footwear. Studies by 
OPA disclosed that retailers could not 
absorb those increases. 

While the retail] increases will aver- 
age approximately ten per cent, they 
will range both below and above that 
amount, depending on the class of seller 
and the particular footwear being sold. 
Canvas and casual rubber footwear 
ceiling prices are not changed. 

Simultaneously with this increase, re- 
tail ceilings for waterproof rubber foot- 
wear have been placed on a formula 
basis, to simplify pricing of new lines 
by retail stores. Previously, there were 
dollar-and-cent ceilings for standard 
items and formula ceilings for specialty 
items. The substantial increase in the 
number of specialty items now being 
produced makes it desirable to have 
only one retail pricing method for all 
waterproof rubber footwear. 

Retailers will determine their ceil- 
ings by merely dividing their net pur- 
chase prices by .66 in the case of mail 
order house sales, and by .62 for all 
other retail] sales. This method allows 
the customary margin of 38 per cent on 
all retail sales except those by mail 
order houses, which are allowed the 
usual 34 per cent margin. 


Style Shop Changes 
Hands in West 

Las Vecas, Nev.—James Bilbray has 
purchased the Nina Clark shop here. 
Alterations to provide for a new shoe 
department are already under way. 
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FOOTWEAR 





ARNOFF SHOE CO. (ASCO) 
101 DUANE ST. NEW YORK 7, WN. Y, 


Features In Stock 
For Immediate Delivery 


© Bowling Shoes 

© Hunting Boots 

© Moccasins 

© Slippers 

© Rubber Footwear 

Order at once, while supply is 
available 





© Tennis Shoes 

© Western Boots 

@ Ice Skate Out- 
fits 

© Work Shoes 

© Sandals & Casual 
Shoes 











Arrangements for shoe stocks are not 
yet complete, but the lines handled will 
be in keeping with other merchandise 
in the store, one of the exclusive dress 
shops of the Southwest. 

Original plans for the building, 
which was built by Mr. Bilbray last 
year, provided space for the new shoe 
department so the required alterations 
are limited to the installation of panel- 
ing and shelving. 

Newspaper, radio and direct mail 
advertising will be used to promote the 
new shoe department. 

The name of the shop 
changed to Bilbray’s. 


is to be 


NSMA Head Awarded 
Medal of Freedom 


[CONTINUED FROM PAGE 91] 


problem offered valuable advice as to 
the corrective measures to be taken with 
regards to the footwear worn by our 
troops. His recommendations were also 
of great assistance in the long range 
plans for-the procurement of boots, 
shoes and socks by the War Depart- 
ment. 

The citation which accompanied the 
award read in part: “His wide techni- 
cal knowledge, untiring effort without 
regard for personal comfort and con- 
venience, and his great devotion to duty 
characterized the performance of this 
assignment and constitutes a valuable 
contribution in the prosecution of the 
war against an enemy of the United 
States.” 

Mr. Sheppard is also the recipient of 
the War Department’s Certificate of 
Appreciation for service rendered the 
Quartermaster Corps in Washington. 
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OUR 47TH YEAR 





Features of i Construction: 
© Balanced Broad Tread Bi Lasts 
e Arch Supporting Counters 

© Anatomic Snug-Fitting Heels 

© Heels Wedged at Inner Border 
© Molded B Steel Shanks 


















warrants. 


JULIUS ALTSCHUL, INC., 117-125 GRATTAN ST., BKLYN. 6., N. Y. 


A ttichal 


Altschul Corrective Shoes provide normal, 
gentle but effective support. 

Our facilities are still engaged in supplyi 

our regular customers; but we promise - bac 
fine shoes to others as soon as production 




















OUR NEW PLANT Yf 


which we will occupy in the near future 
means bigger and better facilities for in- 


creased production of 


LION SANDALS 


Watch For Further Developments! 


LION SANDALS, Ine... 


123-125 BLEECKER ST., NEW YORK 12, N. Y. 
Formerly Lion Luggage Company 





Indianapolis Store 
Changes Hands 


INDIANAPOLIS, IND.—Purchase of the 
Schick Shoe Store, 4128 East Tenth 
Street, has been announced by Marott’s 
Shoe Store, Inc. 

It is the first of four branches to be 
opened by the store in part of a general 
expansion program. Other neighbor- 
hood stores are to be located on the 
North, South and West sides of the city. 

The East side store was purchased 
from George J. Schick who had owned 
it approximately thirty years. Mont B. 
Padgitt, main floor salesman in the 
downtown store, is s the manager of the 
branch. 

The store will carry the same nation- 
ally-known brands of shoes as the main 
store stocks, and will specialize in chil- 
dren’s shoes. It will also feature X-ray 
fittings. 


Plan Dollar Day Promotions 


Houston, Tex.—The first of a series 
of monthly Dollar Day promotions be- 
gan last month at the Houston outlet 
of Montgomery-Ward. Planned for the 
future is a regular series of such pro- 
motions on a permanent basis. 

The new policy extends throughout 
each department of the store. 
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Pennsylvania Chain Opens 
New Outlet 


WILLIAMSPorT, Pa. — Herman Latt, 
owner of a chain of shoe stores in the 
Central Pennsylvania area, has an- 
nounced the opening of a new shoe 
department on August 9 in Worth’s, 
women’s apparel store here. The new 
shoe department specializes in fashion- 
imported shoes with matching acces- 
sories. 

Eugene Gurkoff, formerly assistant 
manager at the Harrisburg store, has 
been appointed manager of the new 
shoe department. Mr. Gurkoff recently 
returned to the shoe business after 
serving three years overseas in the 
glider corps. 

The new department, located on the 
mezzanine of the Williamsport store, 
is of the semi-salon type with parlor- 
type chairs. 

In addition to the department in the 
Williamsport store, and Hermann’s 
Shoes in Harrisburg, Mr. Latt also op- 
erates shoe stores in Altoona, Lancaster 
and Chambersburg. 





Lytton’s Sales Up for May 


Cuicaco—Sales of Lytton’s, Henry 
C. Lytton & Company, and subsidiaries 
including its licensed departments, for 
the month of May, 1946, amounted to 
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$1,780,754 as compared with $1,146,474 


for the month of May, 1945, an in- 
crease of $634,280, or 55 per cent, ac- 
cording to an announcement today by 
Willard W. Cole, executive vice-presi- 
dent and general manager. 

Sales of Lytton’s subsidiaries and 
licensed departments reported for the 
first four months of the fiscal year, 
February, March, April and May, 
totaled $8,237,546, which compares with 
$5,096,319 for the corresponding four 
months of 1945, an increase of 62 per 
cent, Mr. Cole reported. 





Firm Plans Second Outlet 
in Bridgeport 


BRIDGEPORT, CONN.—The Carol Shoe 
Company -will open a second unit on 
or about Aug. 16 at 1064 Main Street. 
A completely new and modern air-con- 
ditioned salon is being constructed on 
this location and will feature national 
brands of children’s and women’s shoes 
and accessories, 

The company, of which Julian Engle- 
man is president and Irving E. Kliger, 
vice-president, will continue to operate 
the shoe department in Kays at 1160 
Main Street. 

The new store’s personnel of between 
eight and 10 people will be managed 
by Sam Greenberg. Robert Lerner is 
assistant manager. 
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MEN'S SNUGFIT RUBBERS 
Pat. Molded Process assures perfect fit. 
CLOG +2068 85¢ pr. Terms 2% 10 
F.0.8. Detroit. Packed 24 pr. to case 
= cr solid sizes, small, med. 


Write or wire. 
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OUTDOOR BOOTS 


arm em oe CF 6 eer, Or 


Scarce Item — Buy Now! 
LADIES’ RUGGED WEATHER 
OUTDOOR BOOTS 


Toasty-Warm 
BROWN COWHIDE 
Fleece Lined 


Immediate 
Delivery 


COMPANY 


New York 7, N. Y. 


CONJOR SHOE 
287 Broadway 


i i i eid 


BEACH SHOES 
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REDWOOD BEACH SHOES 
By 
W oodgee 
$3.00 pair 
DELIVERED 
a a 
IMMEDIATE 


DELIVERY 
In Natural— 
Yellow and 
Red 
aie a atts ad MADE IN 
THREE SIZES 
WILL FIT FROM 4% TO 8% 
FULLY ADJUSTABLE 
CALIFORNIA WOODGEE Co. 
P. O. Box 95 Bloomington, Calif 








Buy Savings Bonds 
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Mrs. Leonard Hack, wife of the presi- 
dent of the Detroit Retail Shoe Deal- 
ers Association, is convalescing follow- 
ing an operation on July 11. 

* * * 

Jean Pleasant has been appointed 
manager of the Taylor’s store, New 
Orleans, La. She was formerly mana- 
ger of the women’s wear chain’s Mem- 
phis store. 

* * a 

Sam Price, formerly a shoe traveler 
in the Oklahoma territory, has taken 
over the Michigan territory for Joelene 
Shoes, making his headquarters in De- 
troit. He succeeds Paul Colbert, who 
left to open his own shoe store. 

* * * 

Among the discharged veterans mak- 
ing a first appearance at a Buffalo shoe 
show was William Shookoff of the 
Crescent Shoe Company. Discharged 
from the army last December he has 
entered the wholesale end of shoe sell- 
ing after 15 years of retail experience 
before going into service. 

* cal * 

July was a busy month for William 
H. Kuhl, ong of Pittsburgh’s oldest 
shoe men. Mr. Kuhl’s granddaughter, 
Gloria Messner, was married at Belle- 
vue Church, with a capacity crowd in 
attendance. On July 24th Mr. Kuhl 
was chosen to judge the bathing 
beauty contest for the North Side 
Business Men’s Picnic. Mr. Kuhl, ap- 
proaching 80, manages his shoe store, 
Kuhl and Company, 527 East Ohio 
Street and still finds time to show 
younger fellows around in social ac- 
tivities. 

* + * 

The Douglas store at 417 East Ohio 
Street, Pitisburgh, reports a 65% in- 
crease in sales since the return from the 
army of manager E. C. Tuckey and 
assistant Samuel J. Snyder. 

* ~ * 

Abe Isenberg has returned from 
thirty months overseas with the army, 
and is now manager of the Thom Mc- 
Ann North side store in Pittsburgh. 


* * * 


Charles L. Blynn, of Homewood, 
Pittsburgh, has opened a new shoe 
store in Weirton, West Virginia. Mr. 
Blynn’s brother, Douglas H. Blynn will 
manage the new store, which will sell 


family shoes. 
* * * 


Irvin Braun is back at the Economy 
Shoe Store, East Ohio Street, Pitts- 
burgh, after four years in the army. 

* ~ *” 


Curtis Shoes for Men has opened at 
311 Smithfield Street, Pittsburgh. 
Harry Chernew is owner and manager. 
Mr. Chernew was formerly with the 
Family Shoe Store, Florsheims, and 
later operated the Chernew Shoe Store. 


The new store has an attractive green 
and black glass front, and the interior 
is papered to resemble wood panelling, 


*” * od 


J. DiGuilio, until recently the man- 
ager of an Endicott Johnson shoe store 
in Buffalo, N. Y., has opened his own 
store in Medina, N. Y. Called The’ 
Family Shoe Shop, the store will fea- 
ture all types of footwear. 

* * x 


Gordon Lee, formerly a clerk for 
many years in the shoe store of Daniel 
F. Dugan of Albion, N. Y., has opened 
a retail shoe store of his own in that 
city. 

* ae 7 

The Standard Shoe Shop on Julia 
Street, Titusville, Fla., which has been 
operated by R. L. Warfield for the past 
several years, has been sold to Joseph 
Mazzatto. The new owner comes from 
Spring Valley, N. Y. 


* * x 


The Shoe Tree, an exclusive shoe 
shop catering to ladies, misses and 
children, has been opened at 420 Bre- 
vard Avenue, Cocoa, Fla., by Frederick 
J. Ogden. The shop was built for this 
business and has just been completed. 
Latest styles of footwear will be fea- 
tured. 

* * os 

Gerald M. Lichterman has organized 
the Michigan Findings and Leather 
Company, wholesale supply house, on 
the East side of Detroit at 10407 Char- 
levoix Avenue. The new company is 
capitalized at $50,000. 


*> * *# 


Harvey J. Barkel and Georgiana 
Barkel of Holland, Mich., are incorpo- 
rating the new shoe firm of Harvey, 
Inc., with a capitalization of $50,000. 
The store is located at 41 East Eighth 
Street. 

- oe > 

Merrill Gregg, former owner of a 
family shoe store in Owosso, Mich., is 
planning to retire, and will establish 
a permanent home, with Mrs. Gregg, 
in either California’ or Texas, after 
spending a year touring the country. 
He has tendered his resignation as gen- 
eral manager of the D. M. Christian 
Department Store at Owosso. 

* “ *~ 


Anthony A. Belloli, second genera- 
tion member of an old Detroit shoe 
family, has taken over the Stocker 
Shoe Store at 6357 Gratiot Avenue, as 
sole owner, upon the withdrawal of 
Edwin G. Schneider, formerly a part- 
ner. Mr. Belloli took over active man- 
agement of the store in November, 
1941. 


* * * 


Chester D. Heywood, formerly presi- 
dent of the Heywood Boot & Shoe Co. 
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Worcester, Mass., has been appointed 
business manager of the Worcester 
Foundation for Experimental Biology. 
He is a graduate of Williams College, 
was a major in World War I and was 
director of the Blood Bank for the 
American Red Cross in World War II. 
~ 7 * 

Rene I. Grosvogel, a native of France, 
now has his own attractive family shoe 
store at 251 North Fairfax Ave., Los 
Angeles. He is operating under the 
name of Rene’s Shoes. 

* = * 

W. Jerome Alfred and E. W. Mc- 
Carthy, associates who operate Jer- 
eme’s Shoe Store at 239 West Portal 
Ave., San Francisco, are starting an- 
other store at 2401 Chestnut Ave., San 
Francisco. 

+ * . 

0. E. Miller and Ben Smiley have 
opened a new family store at 1110 Jay 
St., Sacramento, Calif. Mr. Miller 
owned the Miller Bootery at Stockton, 
while Mr. Smiley had the Taft Bootery 
in Taft, Calif. They are featuring sev- 
eral well known brands of women’s 
style shoes. 

* + * 

Al Rosenthal is manager of the 
newly opened branch of the Reliable 
Shoe Co., located at 262 Main St., Sali- 
nas, Calif. The Reliable company has 


Several family shoe stores in their 


group, all in Central California. 
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_ the store name will not be changed. 


















NEW! ALL METAL SHOE TREE 


Adjustable [All Size Shoes) Ventilated 


BABCO PRODUCTS CORP. 325%1,10% Sires! 


O.P.A. Retail Price 
59 cents per pair. 

Style M-100 Men Size 

Style W-100 Women 
Size 

$50.98 per gross pairs. 
F.0.B. New York. 

Individually packed, 6 
dozen to carton. 
: Finish is a beautiful 
4 walnut enamel. 
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Samuel Fisher has bought the shoe 
store at 2236 W. Pico Blvd., Los Ange- 
les, which was formerly known as the 
Hart Shoe Store, and has named Frank 
B. Stetzler as manager. The store has 
been completely remodeled. 

~ * * 

James Gallagher, manager of the 
Father & Son Shoe Store at 7 North 
13th St., Philadelphia, received a cer- 
tificate of merit from St. Joseph Col- 
lege, Philadelphia, when he was one of 
268 to complete a course of study there. 
Mr. Gallagher’s award was for special 
work in labor relations study. 

* + * 

Harvey Kopp, divisional merchandis- 
ing manager, in charge of all shoe de- 
partments at Boyd-Richardson, St. 
Louis department store, has announced 
the appointment of Walter N. Chappell 
as buyer for the men’s shoe department. 
Mr. Chappell has been an assistant shoe 
buyer for the past three years, with a 
total of 14 years’ service with the store. 

. + . * 

The Triangle Shoe Store in Somerset, 
Pa., has moved into a new and perma- 
nent location at 210 Center Street. 
Paul Bercik will continue as manager. 

ar * + 

The Schieff Company has purchased 
the Famous Shoe Company, 503 East 
Ohio Street, N. S., Pittsburgh. Max 
Green will continue as manager, and 









Herbert N. Lape, Jr., executive of the 
Julian & Kokenge Co., Columbus, O., 
has been granted honorary membership 
in the Columbus Junior Chamber of 
Commerce, Mr. Lape was co-chairman 
of the $10,000 Columbus Invitational 
Open Golf Tournament held in July, 
and chairman of the Columbus Com- 
mittee for Economic Development. 

* . * 

After a separation of 16 years, Philip 
DeGeorge, a Chardon, O., shoe dealer, 
has been reunited with his wife and 
two children, Frances and Anthony. He 
labored during the entire time with the 
State Department and immigration au- 
thorities to bring his family here, but 
political turmoil and, eventually, war in 
Italy proved to be obstacles. Mr. De- 
George now is a United States citizen. 

o . * 


George M. Fields has rejoined the 
J. N. Adam & Co. organization as 
assistant to H. M. Himmele, buyer of 
men’s and boys’ shoes, as well as chil- 
dren’s and women’s budget shoes. Mr. 
Field was formerly in charge of the 
men’s shoe department for this com- 
pany. Extensive changes are planned 
for the various shoe departments after 
the alterations now going on at the 
store are completed. 

* > * 


Samuel A. Futerfas, owner of The 
[TURN TO PAGE 116, PLEASE] 
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WORK SHOES 


SPECIALTY WORKSHOE 


structed raced for Dlr, 


‘slowghter 
Masons, 
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Houses, 





‘and Con- 
crete Workers. 


$2.50 






No. 4600 





(Immediate Delivery) 
© Selected Retan Leather U 

¢ Plain Toe Biucher Pattern gan 
© Generous Roomy Comfort 

. Foathervelaet'v Wood Soles 


Also A No. 4500, same as 
ot as sturdy canvas uppers 


Sizes 6/12 
















ATHON SPORTING SHOE CO. INC 
116 Duane St., New York 7, N. Y 








CASUALS 
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FINE GRADE 


GIRLS’ NATURAL COWHIDE CASUAL 


Genuine Goodyear Welt 
No-mark Soles 


Immediate Delivery 


$3.25 


Sizes 4-9 
Packed (8 prs. 
te cane. 





Write for folder 
Stadium Boots and Slippers 


CONJOR SHOE CO. 


287 Broadwoy New York 17, N. Y. 
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SUEDE SHOE CLEANERS 
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Rubber Sponges (also used for 
fabric shows) 
: $12.00 
4 Bh = of 


LYONS & COMPANY 
129 DUANE STREET, NEW YORK 7, N. Y. 
Quality Shoe Store Supplies fer 46 Years 








Buy Savings Bonds 
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Bootery, Coral Gables, Fla., is planning 
to remodel his shop. An entire new 
front will feature a deeply recessed 
qaoorway. 

* = . 

Irving Gerber, secretary of the Mari- 
lyn Shoe Company of Milwaukee, has 
been made sales manager. He will be 
in charge of sales and promotion of 
the Kickerino casual shoe, Kozy Kom- 
fort children’s shoe, and the new men’s 
shoe divisions. 

> 

M/Sgt. Mark Lelyveld recently dis- 
charged from the Army, has entered 
the retail department of the Lelyveld 
Shoe Company, Rockland, Mass., in 
charge of publicity and advertising. 

The firm, one of the oldest and largest 
retails stores catering to the entire 
family in Massachusetts, specializes in 
corrective fitting. 

Dr. Edward Lelyveld is in charge of 
the children’s corrective department. 
Prior to entering the Army, Mr. Lely- 
veld was associated with the New Bed- 
ford Standard Times 


* * * 


Wilton McMasters has been named 
buyer for the boys’ shoe department in 
the new basement boys’ department at 
Magee’s, Lincoln, Neb. He was for- 
merly in the clothing department of 
the Rudge & Guenzel department store, 
which sold out to Gold & Co., shortly 
before the war. After the closing of 
Rudge’s, he joined Magee’s in the men’s 
clothing department. 

* . * 


Tom Bradley recently opened the 
Rodeo Cowboy Store, 213 West 16th 
Street, Cheyenne, Wyo., featuring a 
department for handcraft, Mexican- 
made cowboy boots. 

. > * 


The Flory Shoe Co., 314 West 17th 
street, Cheyenne, Wyo., has remodeled 
to provide office space for Dr. Frank 
Mendicino, chiropodist. 

* > + 


Sam H. Bailey, proprietor of Bailey’s 
Boot Shop in the Loraine Arcade, 
Miami, Fla., has gone to the mountains 
of North Carolina for a month’s vaca- 
tion. He was accompanied by Mrs. 
Bailey. 

a = * 

A large group of friends honored 
Edward V. Kaplan, well known in New 
Hampshire and Massachusetts shoe 
manufacturing circles, at a recent birth- 
day party at his home, 273 North Bay 
Street, Manchester, N. H. 

The guest of honor received a dia- 
mond wrist watch with a solid gold 
-tand from his associates and a travel- 
ing bag from employees in Manchester 
and Derry plants in which he is inter- 
ested. 
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101 DUANE ST. NEW YORK 7, N. Y. 


featuring:— 


e Football Shoes « Basketball 

e Baseball Shoes Shoes 

e Tennis Shoes e Engineer Boots 
e Western Boots . Hunting Boots 


e Ski Boots 

e Roller Skate ? a 
Outfits ts 

e Work Shoes e Moccasins 

e Sandals & e Slippers 
Casual Outfits « Rubber 

e Bowling Shoes Footwear 








Moss Abel has joined the staff of 
Curtis Shoes for Men, in downtown 
Pittsburgh. Mr. Abel operated his own 
shoe business in Wilmerding, Pa., for 
the past 16 years. 

7 * . 

J. L. Valego, Pittsburgh distributor 
for Endicott-Johnson, is celebrating the 
advent of his first son—7 pounds of 
red-headed fighting Irishman. Mr. 
Valego says the son is wonderful and 
Mrs. Valego looks and feels better than 
ever before. 

> ” * 

Don McCutchin, manager of the 
Health Spot shoe shop, Topeka, Kans., 
announced recently that he had em- 
ployed Oscar J. Schwalm, recently re- 
turned veteran, to assist in serving the 
store’s rapidly growing list of cus- 
tomers. 

. +. - 

Miss Loretta Lena Rockwell, who is 
with the Rockwell Shoe Shop, Marys- 
ville, Kans., was married last month to 
Theodore V. Pacha, of Marysville, the 
ceremony taking place in Topeka, Kans. 
The young couple are at home at 301 
South Sixth, Marysville. 

> - * 


Paul L. McMahon will hereafter oper- 
ate the shoe department at Sheehan, 
Dean & Co., Elmira, N. Y. Previously 
he conducted the shoe business in part- 
nership with Frederick F. Jennings. 

. 7 . 


Charley Zeiler has returned to repre- 
sent Endicott-Johnson in Pittsburgh, 
after three years overseas with the 
Third Army. 





Boot and Shoe Recorder 


ARNOFF SHOE C0. (ASCO) 








WITH UMPECO 


Through 
@ PERFECT BALANCE 
@ GREATER STRENGTH 








MARK CURATOLO, Prop. 
60 LISPENARD ST. 





rourrss BUCKLES 


“MAKE GOOD SHOES BETTER" 


@ TROUBLE-FREE OPERATION 
@ GRACEFUL EYE APPEAL 
@ FINE DURABLE FINISHES 


Te insure complete user satisfaction specify ‘‘Umpece Buckles" 
Unique Metal Products & Engineering Co. 


NEW YORK 13, N. Y. 
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THANKS to the shoemen of America 


MEN'S SIZES 
WOMEN'S SIZES . . 4 te 10 


GUARANTEED 
TO GIVE ENTIRE SATISFACTION 


for your orders in response 
to our ads in the Recorder. 
SASCO 
CUSTOM-BILT ADJUSTABLE 
LEATHER ARCHES 
With Sponge Rubber Inserts 
Now better than ever. 
Stitched for added dura- 
bility. $13.80 per dozen 
pair. FOB Factory. 
Mfg. by 
169 E. 6th St. 
St. Paul 1, Minn. 


-++6 te 13 














70 Prizes Given at N. 


Y. Travelers Outing 


Bill Wren, above left, receives the BOOT AND SHOE RECORDER trophy from 
Bob Fredericks, president of the Boot and Shoe Travelers’ Association of New York, 
after the former won the golf tournament sponsored by the association at North 
Hills Country Club, Douglaston, L. 1. Mr. Wren scored a low gross of 81. Runner- 
up was Jack Carlough with a low gross of 84. Approximately 70 other prizes were 


ewerded at the outing. 


Dove.aston, L. I.—Overcast skies 
and a high wind had no effect on the 
enthusiasm of over 100 shoe men who 
participated in the golf tournament 
and outing sponsored by the Boot and 
Shoe Travelers’ Association of New 
York at the North Hills Country Club 
here, Aug. 1. 

Winner of the tournament was Bill 
Wren, United Last, with a low gross 
Score of 81. He received a $25 War 
Bond and a leg on the Boot AND SHOE 

ER trophy. Second place went to 
Jaek Carlough, retailer from Sufferin, 
W. Y., who carded an 84. He received 
& $15 cash prize. 
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A luncheon was served at 11.30 a.m. 
and golfers teed-off at noon. Gin rummy 
provided diversion for most non- 
golfers. 

A beautiful array of prizes, ranging 
from ladies’ nylons and men’s white 
shirts to radios and electric razors, was 
distributed throughout the afterncon.- 
A total of 30 non-golfers’ and 35 
golfers’ prizes were awarded. In ad- 
dition, $25 War Bonds were won by 
M. Halpern, Harold Gessner and J. 
Marcus. 

The committee, in charge of Bill 
Burger and Charlie Havranck, includ- 


. ed William Wren, John Laycock, Tom 
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INDIAN 
MOCCASINS 


Sizes 4-9 


IN STOCK 
SEPTEMBER 15, 1946 
Price: $2.40 F.O.B. Boston 
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England, Herbert Spahn, Henry Kaye, 
U. E. Hoskinson and John 8S. Smith. 
President of the group is Bob Fred- 
ericks. 

The association sponsored two out- 
ings during the Summer. The first 
was held in June at the Westchester 
Biltmore Country Club, Rye, N. Y. 


Linen Play Shoes Popular 


In Montana 


BILuincs, Mont.—Wedgies, barefoot 
sandals and beach clogs in linens have 
been big play shoe sellers in Billings 
shoe stores. 
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CHILD'S SADDLES 
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PATRICIAN SANDAL 


CALIFORNIA PROCESS 
BLACK CAPE SANDAL— 

NAIL HEAD PLATFORM 
LEATHER SOLE 
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NET 
F.0.B. CHICAGO 


#35088 Same in Black Plastic 
#35089 Same in Black Suedette 
Sizes 4-9, Medium Widths 


18 Pr. Minimum 
IN STOCK — Immediate delivery 


McBREEN SHOE CO., INC. 


305 W. MONROE ST. CHICAGO 6, ILL. 
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Made in California 
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JANSEN SHOE CO. 
7408 MELROSE 
HOLLYWOOD 46, CALIFORNIA 

















Obituaries 


David B. Goldman 


St. Louis, Mo. — Funeral services 
were held here last month for David 
B. Goldman, 69, president of the Val- 
ley Shoe Corporation, manufacturers 





DAVID B. GOLDMAN 


of women’s high grade shoes. He died 
of pneumonia at Jewish Hospital, July 
22, after a brief illness. 

A native of Webster, Tex., Mr. Gold- 
man had been in the shoe business for 
44 years. In 1923 he organized the 
Chouteau Shoe Manufacturing Com- 
pany which he operated for three years. 
In 1926 Mr. Goldman founded the Val- 
ley Shoe Corporation which he built 
into a very successful manufacturing 
concern, heading it until his death. The 
firm has recently been acquired by 
Johansen Brothers Shoe Company, Inc. 

Mr. Goldman is survived by his 
widow and a daughter. 


W. Evans Richardson 


NASHVILLE, TENN.—W. Evans Rich- 
ardson, vice-president and director of 
sales for E. E. Taylor Corp. of Boston, 
Mass., died here-recently after a linger- 
ing illness. He was 63. 

Mr. Richardson was known as one 
of the foremost men’s shoe executives 
in the country. For many years he 
operated his own shoe manufacturing 
business in Nashville, later forming the 
Richardson & Crockett Co., a shoe 
wholesaling establishment, in Nash- 
ville. He joined the Taylor organiza- 





tion over 12 years ago, and was known 
for the progress he made with the Tay- 
lor-made line. 

Surviving are his widow and one 
son, J. B. Richardson. Funeral services 
were held from his home in Nashville. 
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J. M. Nettleton 


SPOKANE, WASH. — Shoe merchant 
and shoe salesman for the past 50 
years, J. M. Nettleton, a name long 
associated with footwear in this city, 
died .at a Spokane hospital near the 
close of July after a brief illness. 

For nearly a quarter-century he was 
in the shoe business with his father, 
the late W. O. Nettleton, operating the 
Nettleton Shoe Stere just north of the 
bridge in Spokane. Later on he was 
a salesman for the Hern’s Shoe Co., 
and for Sears, Roebuck & Co. 

At the time of his death he was a 
member of the shoe staff of the Palace 
Department Store of Spokane. A native 
of Ohio, he leaves a daughter and two 
sisters. 





William F. Harding 


Brockton, Mass.—William F. Hard- 
ing, for many years a well known sales 
representative of the W. L. Douglas 
Shoe Co., died July 27 in Los Angeles, 
Cal., where he was spending his retire- 
ment. He joined the Douglas company 
as a young man, for a number of years 
traveling through New York State. He 
eventually moved to Albany, which be- 
came the center of his work. He had 
been in ill health for two years. 





Harry Helming 


CINCINNATI, OH1I0—Henry Heiming, 
89, who was associated with the Krip- 
pendorf-Dittman Shoe Company, manu- 
facturers, for 50 years as a foreman, 
died July 30 at his home. 

He leaves three daughters, Mrs. 
Mary Fischer, Mrs. Clara Mueller and 
Mrs. Stella Fey. 
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Aaron Aronoff 


CINCINNATI, OH10 — Aaron Aronoff, 
75, retired retail shoe merchant, died 
July 20 at his home in Cincinnati. He 
was a native of Russia and had lived 
in Cincinnati for 40 years. 

He was a member of the B’nai B’rith, 
Lexington Synagogue and the Work- 
men’s Circle. 

He leaves, his widow, Mrs. Lena 
Aronoff; a son, Samuel Aronoff, presi- 
dent of the Aronoff Galleries, art and 
antique dealers; two daughters, Mrs. 
Harry Evans, Youngstown, Ohio, and 
Mrs. Robert Jacobstein, Louisville, Ky., 
and three brothers, Hyman, John and 
Isidore Aronoff, all of Cincinnati. 


Alfred O. Beardmore 


Toronto, Ont. — Alfred O. Beard- 
more, 87, for many vears active in the 
leather industry, died recently at his 
home here. 

Mr. Beardmore was born in Toronto 
and received his education at Upper 
Canada College and in Switzerland. He 
practiced as a barrister prior to join- 
ing his father in the firm of Beardmore 
& Company, tanners and leather manu- 
facturers. Later he became president 
and chairman of the board, retiring 
from business some years ago. 

Mr. Beardmore was one of the chief 
Supporters of the Toronto Polo Club, 
which he had been instrumental in or- 
fanizing. He was a life member of 
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his parents, and one brother. 








the Toronto Hunt Club, the R.C.Y.C. 
and St. George’s Society. 

Surviving are his widow, the former 
Olive Sutherland, two sons, Col. Tor- 
rance Beardmore, Toronto, and Gordon 
Beardmore, Oakville; a daughter, Mrs. 
Gordon Mackenzie, Montreal; and a 
brother, F. N. Beardmore, Montreal 
and Nassau. 


Ellen C. Pike 


FARMINGTON, N. H.—Mrs. Elien C. 
Pike, 66, former office manager for the 
F. E, Edgerly Shoe Co. here and for 
the Kesslen Shoe Co. in Biddeford, Me., 
died last month at her home on Bunker 
Street after a long period of failing 
health. 

She was born in Farmington and was 
a school teacher before beginning her 
long career as a member of the office 
staff of various shoe manufacturing 
concerns. 

Survivors include her husband, J. 
Elver Pike; two daughters, Mrs. John 
L. Clarke and Mrs. John T. Murphy, 
both of Biddeford, Me:; one son, John 
E. Pike, Jr., attending a dramatic 
school in New York City; one sister 
and a brother. 





Barbara Leinert LePrell 


BuFFraLo, N. Y.—Mrs. Barbara Lein- 
ert LePrell, 82, died at her home, 415 
Grant Street, Buffalo, N. Y., after an 
illness of more than three months. She 
was the wife of Frank J. LePrell, who 
has operated a shoe store at the Grant 
Street address for 60 years. The couple 
were married in Buffalo 52 years ago. 

She is survived by her husband and 
two sons, Frank L. and Matthew P. 
LePrell, both of Buffalo, and by two 
sisters. 


John J. Steltenkamp 


CINCINNATI, OHI0—John J. Stelten- 
kamp, 70, retired shoemaker, died last 
month in St. Elizabeth Hospital, Cov- 
ington, Ky. He lived in Bellevue, Ky. 

He leaves his widow, Mrs. Caroline 
Sproehnle Steltenkamp; a daughter, 
Mrs. Marie Offenbacher, Newport, Ky.; 
and three sons, Edwin J. of Cincinnati; 
Harold R. and John W., both of Fort 
Thomas, Ky.; nine grandchildren and 
one great-grandchild. 


Lamonte D. Watson 


PITTSBURG, KANs.— Lamonte Demp- 
sey Watson, 44, manager of Newman’s 
shoe department here since 1942, died 
at the home of his mother-in-law, Mrs. 
C. G. Hopkins in Webb City, Missouri, 
July 16, following a heart attack. 

He was a member of the Masonic 
order, and of the Community church in 
Joplin, Mo. 

He is survived by his widow, a son, 

















Arthur L. Sweet 

ATTLEBORO, Mass.—Arthur L. Sweet, 
for nearly 20 years proprietor of the 
Fashion Boot Shop, died suddenly at 
his home Aug. 2, of a heart attack. He 
had been a resident of this city for 
about 30 years, and formerly lived in 
Westerly, R. I. 

Mr. Sweet was a member of the Na- 
tional Retail Shoe Association, the At- 
tleboro Chamber of Commerce, East 
Greenwich Yacht Club and Mt. Vernon 
Lodge of Providence. He is survived 
by his widow, a daughter and four sis- 
ters. 





Harry B. Gore 


PrrTsFIELD, N. H.—Harry B. Gore, 
a salesman for the Adams Bros. Shoe 
Co. here for the past 15 years, died 
July 31 after nearly two years of ill- 
ress. He was a native of Bridgeton, 
Me., and at one time resided in Am- 
herst in this state. 

Survivors include his widow, Marian 
Adams Gore; two sons, John and 
James Gore, and one daughter, Judith 
Gore, all of Pittsfield, and a sister, 
Mrs. Adeline G. Casseboom of Man- 
chester. 





Edward C. Whetford 


ALLENTOWN, Pa.—Edward C. Whet- 
ford, 59, shoe salesman at Farr 
[TURN TO PAGE 120, PLEASE] 
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Brothers for 27 years, died July 22. 
He was stritken while serving a cus- 
tomer. 

Surviving are his widow, a son and 
daughter, a sister and step-mother. 


Charles H. Hildreth 


WorcESTER, Mass.—Charles H. Hild- 
reth, 58, who had been in the retail 
shoe business here for more than 40 
years, died recently at his home. He 
was proprietor of Hildreth’s Health 
Footwear Co.. 

Born in this city, Mr. Hildreth’s as- 
sociation with the shoe business began 
during school vacations when he work- 
ed in a shoe factory. He was salesman 
and manager of several Worcester shoe 
stores before embarking in business for 
himself. He leaves a daughter and 
three sons. 








Adopt 13 Colors for Spring 
1947 Women’s Shoes 


New YorKx—At a joint meeting of 
the Tanners’ Council of America, the 
National Shoe Manufacturers Associa- 
tion and the National Shoe Retailers 
Association in cooperation with the 
Textile Color Card Association, thirteen 
colors for women’s shoes were adopted 
for the Spring and Summer seasons 
of 1947. In announcing these colors, 
Margaret Hayden Rorke, managing di- 
rector of the Textile Color Card Asso- 
ciation, in whose offices the meeting was 
heid, stated that these colors are di- 
vided into two groups, eight being 
classified as Town Colors and five as 
Casual Colors. 

The first group comprises a new 
medium brown, a new russet type and 
Frappé Cocoa, repeated from the Fall 
1946 selection. In addition to these 
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three shades, each distinctly individual 
and of high style value, the established 
basic colors — Town Brown, Turftan 
and Amber Brown were adopted as 
staples. Other repeated colors in this 
town classification are Admiral Blue 
and Cherry Red, likewise Black. 


The second group lists a sparkling 
bright red, a brilliant blue, a vibrant 
green, a natural creamy shade and the 
repeated saddle tone called Rancho 
Tan, also White. 

Confidential leather samples of all 
new colors, together with their names 
and fashion coordination notes, will be 
issued later to all members of the 
Textile Color Card Assaciation in the 
shoe and leather industry. 








Rubber Footwear Given Maximum Prices 


WasaHincTon, D. C.—Four additional 
items of rubber footwear declared sur- 
plus by the Government and now being 
sold in civilian channels have been 
given maximum prices by the Office of 
Price Administration. 

The new prices, effective August 13, 
1946, are for sales by the Government 
and by wholesalers. Retail prices are 
governed by Revised Supplementary 


Order 122 which provides methods for 
resellers of surplus commodities to use 
in figuring their ceiling prices. 

The action also places retail prices 
for other surplus rubber footwear un- 
der Revised Supplementary Order 122, 
OPA said. 

The items being priced under the new 
provision and their maximum prices 
follow below. 


Sales by the Government 


Item 
Men’s stormking boots 
Men’s 12 inch lace pacs 
Women’s lew slide rubber gaiter 
Women’s over-the-shoe boots... 


To Jobbers to Retailers 
$3.20 
2.40 

1.20 

1.35 


Sales by Wholesalers 
$4.70 
3.55 
1.75 
2.06 


$3.65 
2.75 
1.35 
1.55 
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Opens Second Store 
In Pennsylvania City 


Brappock, Pa.—Berger’s Shoe Store 


- has opened at 804 Braddock Avenue, 
- here. Howard Berger, World War II 


yeteran, is junior partner and manager 
of the new store, which will cater to 
the same class of clientele as the Jay 
Dee Shop. Both are owned by Joseph 
Berger, Pittsburgh distributor of chil- 
dren’s shoes. 

The new store is departmentalized in 
separate areas for men, women, teen- 
agers, and children, and is furnished 
salon-fashion with hidden stock. 

A novel and efficient feature of the 
children’s department, gay with nur- 
sery rhymes on wall and floor, is a 
special type of high-chair for fitting 
infants. 

Mrs. Howard Berger, Miss Alene 
Miller, and Miss Normadine Boxer 
make up the staff of the new Berger’s. 


Remodeling Precedes 
Adoption of New Lines 


Detroit, MicH.—The Grand Dale 
Shoe Store, West Side neighborhood 
store at 16316 Plymouth Road, has 
been enlarged, with erection of a new 
section at the rear of the store. This 
was designed particularly to allow re- 
moval of the service department to 
the rear, and concentration of selling 
and display activities in the front of 
the store. 

The Grand Dale store was opened by 
Mr. and Mrs. Sam Sferlazza about 
five years ago, and operated by them 
ever since. Their daughter assists in 
the operation of the store. 

With remodeling of the store build- 
ing, the Sferlazzas are planning to con- 
centrate upon better shoe lines. 





Store Concentrates on 
Out-of-Town Selling 


MEmMPHIs, TENN. — Believing that 
“Service to a metropolis includes serv- 
ing the surrounding area,” Lowen- 
stein’s, Memphis department store, has 
embarked on a mail order advertising 
campaign. Full page as, run in 
Memphis’ Sunday papers, are devoted 
exclusively to mail order selling. 

“Whether you live out past Savan- 
nah, Tenn., up beyond Caruthersville 
in Missouri, westward beyond Wood- 
ruff County in Arkansas, or in the 
Deep South below Yazoo City, Miss.— 
Lowenstein’s is your store,” the mail 
order ads point out to non-Memphis 
newspaper readers. 

Lowenstein’s mail order advertising 
features merchandise from all depart- 
ments—housewares, minor appliances, 
fashion accessories, men’s and women’s 
shoes, men’s wear, stationery, cosmetics 


‘and drugs, infants’ and children’s wear, 


toys—everything which can be shipped. 
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THE FASTEST-SELLING SLIPPER IN YEARS! 


Weiss MNMakitacy 2 


SENSATION! 


Read these wonderful selling features! 


Designed by outstanding stylists for “‘eye-appeal” that sells on sight! 
Constructed by master craftsmen for the utmost in beauty and 


Made of sturdy bengaline and lined with fine bengaline rayon! 
Sturdy, flexible leather sole and comfort-giving platform; topped 
by pert, pretty bows to make it the outstanding slipper of the year! 


Black, royal, wine, light blue and pink. Sizes 4 to 9. 
Comes in plain bengaline; ALSO in embroidered bengaline. 


Successfully featured at MACY’S and leading stores throughout the country! 
\ BELLE-CRAFT SLIPPER CO + 88—35th ST + B’KLYN, N.Y. // 











Shoe Department Manager 
Buys Store 


LARNED, KAaN.—Earl Cleary, who 
has operated the shoe department of 
the Cain Dry Goods Store at 421 
Broadway, here, for 15 years, recently 
purchased the entire store from Sarah 
E. Cain. 

Mr. Cleary plans to assume manage- 
ment of the entire store, retaining the 
same employes. Jay Grove, Jr., who 
has worked in the shoe department 
since his return from Navy service, 
will remain in that department. 

Miss Cain has operated the store for 
17 years. She will retire from business. 


Two Shoe Men 


Buy Florida Store 


Fr. Myers, Fra—A. C. McDonald 
and T. B. Baxter, both of Tampa, have 
bought the Failing shoe and ladies’ 
ready-to-wear shop at 1113 First 
Street. Mr. and Mrs. Wallace H. Fail- 
ing, former owners, are retiring after 
a quarter of a century in the business. 

Mr. McDonald, for the past 14 years 
with the Walk-Over shoe store in 
Tampa, will assume management, Mr. 
Baxter, a sales representative of the 
Brown Shoe Manufacturing Co., will 
retain that endeavor. 
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#8306 Black Pebble Grain Finish 


Sold in Case Lots Only $985 


24 Pair in a Case 
Sizes 6!/2 to I! PAIR 


Net 10 Days, F.0.8. Chicago: 


IRVING LAMET SHOE CO. 


333 W. Monroe St., Chicago 6, lil. 
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WE SELL 
QUALITY SHOES 


Quality Shoes Since 1932 








From the Nation’s 








leading Manufacturers 
M. K. WEIL SHOE CO. 
While in Town See Weil 
1215 Washington Ave. 
St. Lovis 3, Mo. 








BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less. 


SARIS SHOE CO.., Inc. 
Worth 2-5190-1 








79-81 Reade St., New York 7, M. Y. 








Advertising Doubles High 
Bracket Volume in One Year 


GRAND JUNCTION, Cot.—One of the 
increasing number of footwear retail- 
ers who have expanded volume through 
intelligent and consistent advertising is 
Guy Abramo who operates the Health 
Spot Shoe Company in this city. 

Two years ago Mr. Abramo closed his 
shoe repair shop to devote his atten- 
tion to the sale of Health Spot Shoes, 
formerly just a sideline of his. He had 
entered the shoe cobbling field after 
World War I when, as a member of the 
Italian army captured by the Germans, 
his prison camp work was the making 
of cardboard and paper shoes, which he 





Don’t let your feet ache .. , it Is 
so unn . We fit those feet 
so you won't have to slip off your 
shoes. 

No matter how big, how small, 
how narrow or wide your foot, we 
can fit it for foot comfort. Corns, 
bunions and callouses are relieved. 
No more aching feet. 


$9.50 $12.50 


Health Spot 


SHOE SHOP 
312 Mein Guy Abramo 








One of the numerous ads used by Guy 
Abramo, proprietor of the Health Spot 
Shoe Shop, Grand Junction, Colo., to 
double his business during a single year. 
With eleven competitors in a city of 
13,000 Mr. Abramo draws customers by 
emphasizing the rellef which proper 
shoes will give to foot difficulties. 


wore as well as made. His interest in 
shoes, particularly corrective ones, was 
a natural outgrowth of that experi- 
ence. 

Having used only occcasional news- 
paper advertisements during the first 
year in his new business, Mr. Abramo 
began a regular, twice a week cam- 
paign. As a consequencce he is able to 
say, “I have been using a steady news- 
paper advertising set-up for the past 
year during: which time the sale of 
shoes in my store has doubled.” 

The ads, which run in one column, 











four-inch space on Wednesdays and 
Saturdays, concentrate on the relief 
which proper shoes will give to foot 
difficulties rather than on the shoes 
themselves. Typical of the copy is, 
“Hot baths give only temporary relief 
to sore, burning, aching feet. Foot 
suffering can be relieved by proper fit- 
ting of the proper shoes. Health Spot 
shoes give your feet perfect support 
and body balance, hence your feet don’t 
ache.” 

Priced from $9.50 to $12.50 the shoes 
are in the highest cost bracket in the 
city, and Mr. Abramo has 11 competi- 
tors selling shoes in this community of 
13,000. Nevertheless, as his business 
increase indicates, with the help of con- 
sistent promotion, he has developed an 
operation with which to be reckoned. 

Mr. Abramo spends approximately 3 
per cent of his gross sales in advertis- 
ing, devoting two-thirds of his budget 
to newspaper and one-third to two 
weekly spot announcements on the 
radio. 





Former Detroiter Reports 
Ex-Wolverines on West Coast 


Detroit, MicH.—A substantial num- 
ber of former Michigan shoe men can’ 
be found in California, according to 
Nathan Hack, founder of the Hack Shoe 
Company, who recently returned here 
for a visit. Mr. Hack has rounded up 
the following active shoe men from De- 
troit on the Coast: 

S. V. Mason, department manager, 
Sears, Los Angeles, formerly with 
Fyfe’s and other stores; C. R. Me- 
Bride, formerly of Fyfe’s and Burns’, 
now general manager for Sears’ West- 
wood Village store; Fred McBride, for- 
mer neighborhood store owner here, es- 
tablished in the trucking business; Dr. 
Robert L. Brennan, formerly with va- 
rious Detroit stores, now established 
as a leading Coast chiropodist; Nate 
Ashner, former repair department 
manager at Fyfe’s now manager of 
the Pico Street store shoe department 
for Sears, Los Angeles; Harry Silver- 
man, now at Robinson’s Los Angeles; 
A. L. Shepard, formerly of the Dr. 
Scholl shop here, now manager of a 
Coast store for the same chain; and 
John Scott Black, former OPA ration- 
ing officer here, now running a mer- 
chandising ‘agency in the Haas Build- 
ing, Los Angeles. 





Spokane Store Makes 
Third Move 


SPOKANE, WASH.—The ist of Au- 
gust, Berg’s Juvenile Shoe Store moved 
from W. 727 Sprague to W. 818 
Sprague, opening there in new quarters 
which give it almost twice the former 
space. This marks the third move the 
store has made since it was opened here 
in 1930. 

Mrs. Marguerite Berg is the owner 
and manager since the death of her 
husband, O. H. Berg, some years ago. 
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WILLIAM IsELIN & Co., INC. = 


real source of profits. 
Inquiries invited 
357 Fourth Avenue 


Our factoring service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


Branch Offices 
LYNCHBURG, VA. GRAND RAPIDS, MICH. LOS ANGELES, CALIF. 
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for Manufacturers 
and Selling Agents 
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CPA Ends Control of Sheepskins and Slats 


Ceilings Lifted Because of Impracticality of Allocating Foreign 
Supply—Control Continues on Imported Hides, Skins and Kips 


WASHINGTON, D.C. — The Civilian 
Production Administration has an- 
nounced that it is ending allocation 
controls over all pickled sheepskins and 
slats, but that it will continue to allo- 
cate both imported and domestic raw 
cattlehides, calf skins, and kips. 

These actions were taken by amend- 
ments to the hides, skins, and leather 
order, M-310. A clarification amend- 
ment made it clear that neither tan- 
ners nor contractors may buy or accept 
delivery for their own account any 


' quantity of cattlehides, calfskins or 


kips without specific authorization 
from CPA. Moreover, no tanner may 
accept delivery of any of these ma- 
terials for the account of a contractor 
who has not been given permission to 
purchase them. 

The change in allocation controls is 
a direct result. of developments in the 
international hide situation since the 
Combined Hides, Skins and Leather 
Committee was dissolved on June 26. 
Before that time, all raw cattlehides, 
calfskins, and kips imported into this 
country were bought by the Recon- 
struction Finance Corporation and allo- 
cated to domestic users. Foreign pickled 
sheepskins and slats were not subject 
to public purchase, but they were allo- 
cated through a licensing system. Do- 
mestic output of all of these hides and 
skins was also allocated. When inter- 
national controls ended, public pur- 
chase was also stopped. Foreign prices 
increased sharply as a result of the 
lifting of these controls. 

In the case of sheepskins and slats 
approximately half the supply is im- 


ported and on this quantity there is 
no longer any price control. Without 
price ceilings, CPA feels that it would 
be impractical to allocate so large a pro- 
portion of the total. Similarly, with- 
out allocation of the foreign supply, 
it would be impractical to allocate the 
price-controlled domestic supply alone, 
since there would be so great a dis- 
parity in price between domestic and 
imported skins. For these reasons, all 
sheepskin controls have been dropped. 

The case of cattlehides is somewhat 
different. Since importations now are 
far below prewar levels and constitute 
so small a proportion of the total sup- 
ply for the United States, CPA officials 
believe that there should be no difficulty 
in allocating both the foreign and do- 
mestic output. As long as domestic 
cattlehides are under allocation, CPA 
feels that hides from abroad must con- 
tinue to be allocated also, so that no 
one tanner will get more than a fair 
share of the combined supply. 

CPA’s new allocation regulation pro- 
vides that imported cattlehides, calf- 
skins, and kips may not be withdrawn 
from customs without authorization in 
writing from CPA. Before the hides 
or skins arrive in this country, the im- 
porter must notify CPA (Hide and 
Leather Branch, Washington 25, D.C., 
Ref.: M-310) specifying the quantity, 
weight, description, grades or selec- 
tions of the hides or skins, the port of 
entry, name of ship or railroad car 
numbers and probable date of arrival. 
He should also name the tanners or 
contractors to whom he prefers to sell 
the hides. 





Plans Four Kansas Stores 
PiTtspurc, KaANsas — State charters 
were granted to Henry De Neve, Pitts- 
burg, to start shoe stores in Pittsburg 
and Olathe, Kansas. At Pittsburg, the 
shops were named De Neve Pittsburg 
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Shoes, Inc., De Neve Columbus Shoes 
and Sandra Shop. Each shop will start 
with $1,000. At Olathe, the store, De 
Neve Pittsburg Shoes, Inc., will start 
with $1,000 of an authorized $10,000 
capitalization. 
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Visual Aectcng 
is Visual Selécug 


You wouldn't expect to sell ladies’ 
dresses or men’s suits without pro- 
viding complete fitting service .. . 
including visible proof that each 
garment was correctly fitted. 

Proof of correct fit is even more im- 
portant in selling shoes . .. because 
misfit shoes are a health menace as 
well as source of discomfort. The 
original X-Ray Shoe Fitter . . . pio- 
neer of Visual Fitting . . . lets the 
customer see that his shoes, or his 
child‘s shoes, fit correctly. It shows 
him that you take pride in your 
ability to fit shoes properly for com- 
fort, health protection, long wear 
and lasting good looks. It is visual 
selling that keeps customers sold 
on your shoe fitting service. 


Get Set NOW — 


Make Visual Fitting one 
of your “near future” ser- 
vice improvements. The 
sooner you order your 



















new X-Ray Shoe Fitter 
the “nearer” that ‘fut- 
ure” will be. Write, or 
ask your X-Ray repre- 
sentative for possible 
delivery date. 


SHOE FITTER Yc. 


3533 NORTH PALMER STREET 


1. DEPENDABLE RIGIDITY ... 2. UNIFORM SHANK FIT 


Tests are made during production of 
every lot of shanks to confirm 
TOUGHNESS and HARDNESS. 


3. CLEAN SHANKS 
The shanks, coming from the Vita-Tem- 
pering furnace are clean — ready for 
insertion in the shoe. 


Each shank fitting is made directly to 
the last. Vita-Tempering preserves 
the UNIFORMITY of bend and temper. 


The Vita-Tempering Process 
is a significant advance in en- 
gineering that contributes to 
shank steels the accuracy 
of fit and uniformity of bend 
that is important to the science 
of shoemaking. 


To the shoe manufacturer, 
Vita-Tempering means ...-. 
BETTER SHANES! 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Named Gerberich-Payne 
Sales Representative 


New YorK—George A. Ecclesine has 
been named New York representative 
for Gerberich-Payne shoe company, ac- 
cording to an announcement by Clyde 





GEORGE A. ECCELSINE 


E. Gerberich of the company. 

Mr. Eccelsine was formerly eastern 
representative for the O’Donnell Shoe 
Corporation for the five years 1941 to 
1946. Prior to that period he sold 
bindings and fabrics to shoe factories 
throughout the country. He has been 
engaged in some phase of the shoe and 
leather industry since he completed his 
schooling. . 

Mr. Eccelsine maintains an office in 
the Marbridge Building. 


International Sales Show 
Slight Drop : 

St. Louis, Mo.—A financial state. 
ment issued by International Shoe Com- 
pany to cover the six month ended May 
$1, 1946, shows a net profit of $2,813,- 
648 compated with $2,966,749 for the 
corresponding period last year. 

Earnings. amounted to 84 cents per 
share for the six months compared with 
88 cents for the first half of 1945. 

Net sales for the period amounted to 
$66,523,561 against $79,390,395 for the 
first half of 1945. Subsidiary plants 
produced materials amounting to $29,- 
864,287 which, 
parent company’s sales, made total 
business transacted to the amount of 
$96,387,798. 
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The report was issued over the signa- 
ture of Byron A. Gray, president. 


Johansen Acquires 
Valley Shoe Co. 


St. Louis, Mo.—Negotiations have 
been completed for the acquisition of 
controlling stock of the Valley Shoe 
Corporation, 2868 South Thirteenth 
Street, by Johansen Brothers Shoe 
Company, Inc., 3642 Laclede Avenue, 
manufacturers of women’s footwear for 
the past 70 years, it was announced 
by Harry G. Johansen, president of 
the purchasing firm. 

The Valley Shoe Corporation was or- 
ganized in 1926 by D. B. Goldman, its 
late president who died July 22, 1946, 
after a short illness, and has been en- 
gaged in the manufacture of women’s 
high grade shoes at its modern factory 
located at 13th & Pestalozzi. Its plant 
has a daily capacity of 2,500 pairs, 
sold by the better stores and shops 
under the nationally known trade name 
“Valcraft.” 

Combined sales of the two companies 
are running currently at the rate of 
$10,000,000 annually and after com- 
plete modernization plans of plants 
have been effected production will be 
increased materially. 

Johansen officials said that operation 
of the Valley Shoe Corporation will be 
as a separate and independent unit un- 
der the same sales and manufacturing 
program as heretofore. 





Shoe Firms Announce 
Advertising Plans 


New Yor«—Fall advertising plans 
have recently been announced by E. P. 
Reed & Company, Rochester, N. Y., and 
the Desco Shoe Corporation, which 
maintains offices in the Marbridge 
building, New York City. 

E. P. Reed & Company, makers of 
women’s footwear, will use space units 
in national magazines to feature its 
shoe styles. Advertising will be keyed 
to the “footprint in leather” theme in 
copy that will utilize art techniques to 
dramatize the idea. Full-page, two- 
color insertions are planned as well as 
half-page, black and white insertions 
and full page ads in three colors. 

Color and a fresh art appeal are the 
two main features of the comprehensive 








Fall and Winter advertising campaign 
to be run by the Desco Shoe Corpora- 
tion, with factories in Long Island City, 
Brooklyn, N. Y., Auburn, Maine, and 
Worcester, Mass. 

The company has scheduled full color 
eds in important fashion magazines 
and trade publications are being used 
to inform dealers of the scope of the 
campaign, emphasizing the advisability 
of tying in local newspaper advertising 
with the national campaigning by 
Desco. 

“Our entire cmpaign is geared to 
help retailers sell Desco styling and 
value for the immediate present and for 
the future,” said Fred Diamant of the 
company. 


To Represent Tennessee 
Firm in East 


HuMBOLDT, TENN. — The O’Donnell 
Shoe Corporation of Humboldt, Tenn., 
manufacturers of Propr-Bilt children’s 
shoes, has announced the appointment 





LEE MYERS 


of Lee Myers as Eastern representa- 
tive with headquarters in New York 
City. 

Mr. Myers was with the Armed 
Forces for three years including 18 
months in the Pacific. Prior to that he 
was buyer in the children’s department 
of Marshall Field in Chicago. 


In making the announcement of Mr. 
Myers” appointment, the O’Donnell 
Shoe Corporation at the same time an- 
nounced a greatly expanded advertis- 
ing and promotional program for 
1946-1947. 








Cancel Plans for I. Miller 
Affiliate Factory 

WILKES-bARRE, Pa.—The shoe fac- 
tory which Anthony Shoes, Inc., and I. 
Miller & Sons, lnc., affiliate, planned to 
construct here has been deferred indefi- 
nitely, according to a letter received re- 
cently by Mayor Con McCole from 
Michael A. Miller, shoe company official 
of Long Island City, N. Y. 

“We have come to the conclusion that 
for the time being it would be improvi- 
dent to entertain the idea of such a 
large scale construction,” wrote Mr. 
Miller in explanation of the change in 
plans. “We read and hear of acute 
shortages of building material and 
building labor and, coupled with con- 
stantly increasing prices, we are of 
the opinion that the cost of construc- 
tion might prove excessive. Further- 
more, we are beset with critical short- 
ages in raw materials needed in the 
manufacture of even those shoes which 
our present manufacturing facilities 
can produce.” 

The company had already obtained 
CPA approval of the project which was 
to cost $500,000 and employ 600 per- 
sons. A six-acre plot on North Wash- 
ington street had tentatively been se- 
lected for the new factory. 





* Plastic-Finished 

Electrified Extra- 

Deep Pile Shearling 
* One-Piece Vamp 
* Chrome-Tanned Padded Sole 
* Strong Nylon-Stitched Seams 
In Stock for Immediate Delivery 
in Red, Navy, Brown, and White 

Sizes 3-9 
Price: $2.20 F.O.B. Boston 


a" 
4 
COLT-CROMWELI 
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St. Louis Firm Makes Executive Changes 


Cc. D. P. HAMILTON, I! 


ALBERT J. SCHEU 


ST. LOUIS, MO.—Changes in the executive set-up of Hamilton, Scheu & Walsh 
Shoe Company have elevated C. D. P. Hamilton, Ill, to the office of president. Mr. 
Hamilton replaces Albert J. Scheu who is moving his family to Fort Lauderdale, 
Fla. The health of Mr. Schue'’s son makes a warm climate imperative. 

Mr. Scheu will remain semi-actvie in the company's management as vice-presi- 
dent and member of the board of directors. He will also handle some compeny 


sales in the South. 


Clyde Martin, who has assisted Mr. Scheu for the past two years, has been named 


sales manager. 


A letter announcing the change was sent fo all of the firm's customers. 





Brauer Brothers Plan 
Second Factory 


St. Louis, Mo.—Brauer Brothers 
Shoe Company recently signed a lease 
for 36,000 square feet of floor space at 
2018 Washington Avenue, St. Louis, 
where they will set up Factory No. 2. 
Machinery will be installed early in 
September. 

Production on a basis of 1000 pairs 
per day is expected to get under way 
by November, although eventual ca- 
pacity for 3000 pairs per day is being 
planned. The shoes produced in Fac- 
tory No. 2 will supplement Brauer’s 
present production at their 22 South 
Sarah Street factory, where ‘they 
occupy a building of some 55,000 
square feet of floor space. 


Roy Sundling, sales manager, states — 


that this additional factory is in line 
with their general program of postwar 
expansion. 


New Leather-Like Material 
Sprayed from a Gun 


STAMFORD, CONN.—“Leather” from 
a@ spray gun is one of the latest war- 
time chemical marvels to make its bow 
in civilian use. Made by the Zapon 
Division of Atlas Powder Company at 
its plant here, the plastic material is 
known by the trade name of “Brevon.” 

The Navy has sprayed thousands of 
gallons of it over heavy guns and other 
equipment to form a tough, non-in- 
flammable, moisture-proof “cocoon” 


which can be stripped off like the skin 
from a banana at a moment’s notice. 

Such articles as lampshades, waste- 
baskets, water pails, lawn chairs duck 
decoys, carrying cases, toys and the 
like may all be made by spraying the 
Brevon over a light wood or metal 
frame, producing a leather-like mate- 
rial. Bathing shoes, bathing caps and 
protective gloves can be made over 
a form and stripped off. The material 
may also be sprayed.on wood or metal 
for linings of tanks, deep-freeze com- 
partments or spray booths. 

The new coating material can be 
produced in any color and sprayed 
paper-thin or leather-thick. In addi- 
tion to being non-inflammable, the film 
eon he made air-tight and water-tight. 


Joins Brother in Shoe Firm 


New York —Bernard Schwartz is 
now associated with his brother, Don- 
ald Schwartz, in the administration of 
Jack Schwartz Shoes, Inc., the whole- 
sale shoe firm founded by their father. 

Mr. Schwartz is a recent graduate, 
cum laude, of Brooklyn College, where 
he majored in investment and finance. 


Incorrect Price Given in Ad 


The American Shoe Company ad 
which ran in the July 15 issue of Boot 
AND SHOE RECORDER listed a rubber clog 


“to sell at $.85 and a sandal to sell at 


$.90. The price on the clog was correct 
but the sandal price should have read 
$1.01, not $.90. 


Boot and Shoe Recorder 





Well Known Shoe Man 


Joins Thomas Taylor 

Hupson, Mass.—A. J. Spring, for- 
_merly an executive of the Brown Shoe 
Company, St. Louis, Missouri, and shoe 
buyer for the J. C. Penny Company, 


A. J. SPRING 


has become a sales representative of 
Thomas Taylor & Sons, Inc., Hudson, 
Massachusetts. 

Mr. Spring, who served during the 
war as a member of the board for the 
Shoe and Leather Program of the 
United States Government, will be as- 
sociated with Harry Miller in the large 
New York territory, which Mr. Miller 
has covered for Thomas Taylor & 
‘Sons, Inc. during the last thirteen 


years. 


Officers and Directors 
Reelected by Brown Company 


BERLIN, N. H.—At the annual meet- 
ing of the Brown Co., here, directors 
and officers were reelected, with the 
addition of Wentworth Brown as vice- 
president in charge of manufacturing. 

Directors are Orton B. Brown, J. B. 
Challies, F. G. Coburn, Arthur D. 
Emory, John F. Fahey, G. B. Gordon, 
John J. Hagerty, H. P. Kendall and L. 
F, Whittemore. 

Officers are: president, F. G. Coburn; 
Vice-president in charge of finance and 
accounts and treasurer, E. H. Maling; 
vice-president in charge of woods op- 
erations, H. G. Schanche; -vice-presi- 
dent in charge of sales, D. P. Brown; 
vice-president in charge of manufactur- 
ing, Wentworth Brown; secretary, John 
W. Jordan; controller, R. R. Norwood; 
assistant treasurer and assistant secre- 
tary, J. S. Tomlinson, and clerk, Leon- 
ard A. Pierce. 
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— we specialize in shoe fixtures exclusively — 


SPOTLIGHT 
YOUR 
SHOES 


Showmanship and smartness PLUS dur- 
ability make Gillman Plastic Fixtures the 
best you can buy — that's because Gill- 
man fixtures are created by designers 
who are in daily contact with displaymen 
and know their needs. 

Only fine plastics, Lucite and Plexiglas, 
are used. Other importent Gillman fea- 
tures are: polished metal screws and 
fittings throughout . . . clear “Crystal” 
and “Plate” glass shelves . . . bonding 
done under pressure with Pleximent. 
Nothing to come apart, nothing to force, 
nothing to stick when it shouldn't! Order 
from illustrations or our new catalog. No. 166A — SHOE STAND (above) 
Basic unit for shoe displays. Adjust- 
able 7 inch top, 34 inch round stem, 
needle-type shoe grippers. Heights: 
9, 12, 15 and 18 inches. Price [all 
heights) $5.50. 


No. 115—TWO SHELF TABLE (left) 
A graceful table, especially fine for 
island windows. Height 17 inches. 
Lower shelf (diameter) 14 inches. 
Rods | inch. Price $20.00. 


White 


for our new 
Descriptive 
CATALOG 


®@ 30 New Items 
@ Pictures 
@ Prices 


@ Full & Complete 


Information No. 167 — FEATURE ITEM DISPLAY STAND 


Merchandise your loveliest shoes, handbags, jewelry, 
etc, with this unusual stand. Height 15'/2 inches. 
Shelves (diameter) 8 inches. Price $15.00. 


GILLMAN PLASTIC FIXTURES 


— made in our own factory — 
503 NORTH !2th STREET Department B ST. LOUIS |, M 











ht 


X-RAY SHOE FITTERS 


PRIMEX ..n.. «. 


most imitated shoe fitter. 
Our circular tells you why 
2 « « Write... 
PRIMEX EQUIPMENT CO. 
135 Se. LaSalle $t., Chicago 3, iil. 














INFANTS’ SHOES 
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"BIT-A-BATS: 


REGUS PAT. OFF. 


FIRST CHOICE IN FIRST STEPS 








Smooth Elk—White and Brown. Vel- 
vet finish. Chrome Sole. Compo con- 
struction. Half Sizes | to 5. 

24 peir minimum 





STANDARD PACKING 
SIZES 1-1Y2-2-2V2-3-3V2-4-4¥a-5 
PAIRS 2-2-3-4-+4+3+2+2+2 











PIT-A-PAT SHOE CO. 
327 W. Monroe St. Chicago 6, Mi. 











FOOT SOCKS 





“LYCO” seamless sole, clastic : 
fi ———_ 


Display Counter 
Basel or in dozen bexes...sizes 84 to 11. 


LYONS & COMPANY 
120 Duane St., New York 7, N. Y. 
Quality Shoe Store Supplies for 46 Years 

















Package Foot-Protectors 
Individually 


New York — Foot - protectors for 
women and misses have been added to 
stocks of the Friedman Hosiery Corp., 
319 Fifth Avenue. They are available 
in regular or backless styles and are 
wrapped individually, one dozen of a 
size to the box. 


Convention Marks Firm’s Tenth Year 


¢ 


Peak li 


ST. LOUIS, MO.—Managers and executives of the Midland Shoe Company shown 
at the. company banquet, a feature of the firm's fifth annual managers convention, 
held this year at Hotel Statler from July 14 through July 17. 

Individual and group conferences were held during the meeting, which welcomed 
back a number of servicemen. The convention marked the tenth year of Midland 


Shoe Company's existence. 





Wins Leather Chemists 
“Alsop Award” 


LAKE GeorcE, N. Y.—This year’s 
recipient of the Alsop Award for dis- 
tinguished contribution to the advance- 
ment of leather-making is Dr. Harold 
G. Turley, head of the leather labora- 
tory of the Rohm & Haas Company, 
Philadelphia chemical manufacturers. 
The award, made at the 42nd annual 
convention of the American Leather 
Chemists Association, held here re- 
cently, was in recognition of Dr. Tur- 
ley’s outstanding accomplishments in 
producing new chemicals and processes 
for the leather industry. 

J.@Mlejnek of the award committee 
made the presentation, citing Dr. Tur- 
ley’s development of a new enzyme to 
replace pancreatic gland products for 
bating, his pioneering in the use of 
methylamines for unhairing hides and 
skins, and his contribution to the im- 
provement in quality of synthetic tan- 
nins, leading to the first American syn- 
thetic tan that successfully replaced 
the historical vegetable tannins from 
trees and plants. 

The award, an inscribed gold watch, 
was instituted in 1939 by the Tannin 
Corporation to commemorate W. K. 
Alsop, former chief chemist of the 
U. S. Leather Company: 


Illinois Firm Moves 
To Minneapolis 

MINNEAPOLIS, MINN.—The Norman- 
Hall Company, manufacturers of the 
Busken shoe, formerly of Peoria, Il, 
has moved its operations to 4751 
Girard Avenue, South, this city. After 
September 1, the firm will be perma- 
nently located at 715-17 S. Tenth Street. 


New Wholesale Firm Formed 


Boston, Mass.—Hy Shaber, for the 
last seven years in charge of all base- 
ment operations on men’s, women’s, 
boys’ and children’s shoes for the Asso- 
ciated Merchandising Corporation, with 
headquarters at 206 Essex Street, this 
city, has resigned and, with Benjamin 
B. Feinberg, has organized the Angelus 
Footwear Corporation of Los Angeles, 
Calif. This new company, a wholesale 
and manufacturers’ representative, han- 
dling all types of footwear, is expected 
to be in operation about mid-August. 
Prior to going with the AMC, Mr. 
Shaber was connected with the Spen- 


cer Shoe Co., of this city; the Kresge © 


Department Store in Newark, N. J.; 
and Abraham & Straus, Inc., of Brook- 
lyn, N. Y. 


To Manage Synthetic 
Operations for U. S. Rubber 


New York—Dr. William F. Tuley, 
formerly assistant general sales man- 
ager, Naugatuck Chemical Division, 
has been appointed operations man- 
ager for the Synthetic Rubber Divi- 
sion, United States Rubber Company 
according to an announcement by John 
P. Coe, vice-president and general 
manager of the Naugatuck Chemical 
and Synthetic Rubber Divisions. 

With headquarters at the company’s 
New York office, Rockefeller Center, 
Dr. Tuley will supervise production, 
production schedule and production 
costs of the three sythetic rubber plants 
operated by the company at Nauga- 
tuck, Conn., Institute, W. Va., and Los 
Angeles, Calif. In addition, he will 
maintain close contact with the com- 
pany’s synthetic rubber research and 
development program. He has been 
with the company since 1928. 
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—D WHITE JUNIOR 


3203-07 Chippewa St. 


WE CARRY A FULL LINE OF INFANTS 
SHOES ON THE FLOOR. WRITE OR WIRE 


SHOE 
Levis 





Carries up to 
Sturdy, 





IMMEDIATE CEAIVERY phe 


The ACTION Display-Way To Boost Sales! 


TURNS THREE 
TIMES A MINUTE 


Rete ot 


Comes complete = << table 


all eg 
© For 110 Volts AC. Saree erddes cycles 
ROTO-SHO revolving display in your window will attract = 
three times more customers into the store than a “still 
Create more interest in your ayy 


2. * Delivery is imme 





I th in the firat few 
an oe — from steck. Wie not wot 


plete informati 





hours of operatio 
write TODAY for 








COMPANY 
18, Me. 





GENERAL DIE & STAMPING CO., 262-E Mott St., New York 12, N. Y. 








Company Honors 
Its Returned Veterans 


Boston, Mass.—N. Brezner & Co., 
Inc., Boston, held a Party in honor of 
the large group of returned war vet- 
erans in the Brezner-Boston organiza- 
tion, August 2. 

The party, at which each veteran 
was presented a War Bond, was held 
on the Hotel Bradford Roof. After a 
sumptuous dinner, and the presenta- 
tion of the bonds, there was a complete 
program of entertainment and a floor 
show. 

The following Brezner veterans were 
honored at the party: T/4 Phil Speigel, 
U. S. Army; S/Sgt. Max Singer, U. S. 
Army; S/Sgt. William McHugh, U. S. 


Army; S/Sgt. Joe Oilshver, U. S. 
Army; M/Sgt. Al. Oilshver, U. S. 
Army; Corp. Morris Cohen, U. S 


Marine Corps; Lt. Bob Shuman, U. S. 
reeds and T/3 Mel Polsky, U. S. 


y. 
Canadian UNRRA Footwear 
Chief Resigns 

TORONTO, ONTARIO—After more than 
a year and a half as chief of the Foot- 
Wear Section of the United Nations 
Relief and Rehabilitation Administra- 
tion, during which time he handled 
procurement and delivery of dozens of 
millions of shoes to needy persons in 
Europe, Timothy J. Murphy, of Toron- 
to, has returned to his private career 
as one of the best known buyers in the 
Canadian shoe trade. 

Mr. Murphy retired from the UNRRA 

footwear section as of April 30, but 
consented to act as consultant after 
his return to private business. 
_ The scope of his work is indicated 
in figures which show that during his 
service UNRRA procured and processed 
for delivery some 30 million shoes. 


Distributor Takes New Offices 


New York—Blair & Ross, Inc., man- 
ufacturers and distributors of men’s, 
women’s and children’s slippers and 
shoes have purchased the building and 
taken offices at 23 Beekman Street after 
moving from their old location at 76 
Reade Street. 
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Eight New Firms Adopt 
Sbicca-Del Mac Process 


New York —Sbicca-Del Mac, Inc., 
has announced that eight new firms 
have recently signed licenses to manu- 
facture shoes by the Sbicca-Del Mac 
patented process. 

The eight are Ansonia DeLuxe 
Shops, Inc., Cambridge, Mass.; Brad- 
ley-Goodrich, Inc., Haverhill, Mass.; 
Brown & Garland Stockfitting Co., 
Brooklyn, N. Y.; Crede, Inc., Holbrook, 
Mass.; Feather Step Shoes, Inc., 
Brooklyn, N. Y.; Fifth Avenue Shoe 





Corp., Lowell, Mass.; La Verde Shoe 
Co., Inc., New York City; and the Sal- 
vage-Molloy Shoe Co., Manchester, 
N. H. 

Joins Roberts, Johnson 

& Rand 


St. Louis, Mo.—After 30 years of 
association with the Brown Shoe Com- 
pany, Sam Subow has joined the men’s 
division of International Shoe Com- 
pany, selling Rand and Rand, Jr., in 
his old territory, Western Pennsyl- 
vania, including Pittsburgh and vicin- 
ity. 


Original Fixture for 
Boot Display 








LOS ANGELES, CAL.—Al Halverson, 
designer and manufacturer of display 
fixtures, is featuring the above papier 
mache boot for display purposes. Dura- 
the boot is 
™ long and 8" wide. The 
shelves cre 12" in diameter. The 
comes in black or ton and sells 





Begin Operations at 
New Rubber Plant 


BERLIN, N. H.—Operations were be- 
gun August 1 in the new local plant of 
the Granite State Rubber Co., a branch 
of the. Converse Rubber Co. 

Approximately $45,000 was spent in 
remodelling a building to house the new 
industry. During the first few weeks 
it was expected to employ about 50 
workers, with 200 to be on the payroll 
at peak production. 

Prior to its opening, the new plant 
was inspected by members of the Berlin 
Chamber of Commerce and the Berlin 


Realty Co. 








MISSES’ and CHILDREN’S 






IN STOCK 
FOR IMMEDI- 
ATE DELIVERY 
in attractive cartons 
designed to appeal to 
the younger set. 


Children’s in Red and Navy Color — See 4-11 

Misses’ in Red, Navy or Browa - cane, 3 

* Lasted Like a Shoe on s 
with plenty of “ Toe a 

* Plastic Finished El 
Shearli 


Chrome “Tanned Padded Sete 

Strong Nytea- Sverees a as 
i a ii 

Oi bees tease ise 


Srom all Colt - Cromwell go ong 
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MOCCASINS 








Genuine INDIAN 
MOCCASINS 


Women’s Sizes Only 
P 4to 8 


| 
| 
| 
| 
| 
| 


A REAL VALUE AT | 
$2.40 68%. Tan. | 
P. H. VOLK & CO., INC. 


2-4 Lombard St., Baltimore 1, Md. 
also VOLK SHOE STORE SUPPLIES, INC. 
109 N. 4th St., Phile., Pa. | 

| 
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MOCCASINS 





Brown Smooth Retan Split 


MOCCASINS. 


IN STOCK 
for Immediate Delivery | 


MEN’S Boys’ WOMEN’S 
6-11 née 4 


$2.75 


Net F.0.8. Phila. 
ALSO 


STROLLER GRAIN SPLIT 
in Boys’—Black & Brown 


Sizes 2-6 $2.25 


Net F.0.B. Philo. 
MINIMUM ORDER 18 OR 36 PRS. 
* 4 Eyelets * Reinforced Piug 
* Orthopedic Sole 


KRISCHER-KLINE SHOES 
34 No. 4th St. Phila. 6, Pa. 


Buy Savings Bonds 




















Veteran to Represent 
Two Manufacturers 


EUGENE R. EKONOMON 


NEW YORK—Recently discharged from 
the Army after two years of service, 
Eugene R. Ekonomon has been named 
sales representative for Apollo Foot- 
wear, manufacturer of men's house slip- 
pers, and the Venus Sandal Manufactur- 
ing Company, women's footwear con- 
cern. He will cover the eastern terri- 
tory for both firms. 





Canadian Hide Stocks 
Show May Loss 


MONTREAL, QUE. — Stocks of raw 
hides in Canada dwindled during May, 
a Dominion Bureau of Statistics report 
shows. Tanners, packers and dealers 
reported a total of 593,226 hides on 
May 31, compared with 681,552 the 
previous month and 43,842 the same 
date last year. 

Stocks at the end of May were made 
up entirely of hides of domestic origin, 
consisting of 414,883 packer or small 
packer and 178,343 country hides. Calf 
and kip skins on hand increased to 
466,552 from 419,732 the previous 
month and consisted of 437,776 domes- 
tic and 28,776 foreign skins. 

Stocks of other types at the end of 
May included 64,369 dozen sheep and 
lamb skins, 257,265 goat and kid skins 
and 17,163 horse hides. 


Golf Tournament Telecast 
Sponsored by U. S. Rubber 


CHicaco—A golf match was tele- 
vised for the first time in history, July 
25, when WBKB, Chicago, telecast the 
All-American golf tournament from 
Tam O’Shanter Country Club, Chicago. 

The telecast was sponsored by United 
States Rubber Company, which also 
sponsored by the televising of Detroit’s 
Automotive Golden Jubilee in June. 

The nation’s leading golfers and sev- 
eral Hollywood stars participated in the 
tournament. 
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PLAID SHOE LACES 


In Stock for Immediate Delivery 
Write for Color Card TODAY 
LYONS & COMPANY 


120 Duane Street, New Vork 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 yours 














PRICE TICKETS 
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Great Little Time Savers 


PRICE TICKETS: Size 142" wide, 2%" 
high; prices 25¢ to $12.00. Cardboard 
white, prices black, color designs... 
choice of Green, Blue, Orange, Brown, 
Lavender. Samples on request. 30¢ 
@ doz., 12 doz. $3.00. 


MERCHANTS SERVICE DEPT. 
#20? S. Stete St., Chicago, Mi. 

















Regal Sales at All Time High 


WHITMAN, Mass.—Sales of the Regal 
Shoe Company for the first six months 
of 1946 were $4,841,722, the highest in 
the company’s history, it has been an- 
nounced. This is a 48 per cent increase 
over sales for the comparable period in 
1945. Net income for the period Janu- 
ary 1, 1946, to June 30, 1946, was $348,- 
315 compared with $180,341 for the first 
six months of the preceding year. 

The company’s production of men’s 
shoes has now reached 5000 pairs per 
day, the highest level in the history of 
the company, the announcement stated, 
and demand is continuing at current 
high levels. 


To Open New Show Rooms 


In St. Louis 


St. Louis, Mo.—The Trimfoot Com- 
pany of Farmington, Mo., is opening 3 
new sales office and sample room in the 
Shell building here after September 1. 

The firm’s footwear and foot relief 
accessories will be on display in a mod- 
ern setting. Trimfoot’s suite of offices, 
formerly utilized as executive offices of 
the Shell Oil Company, is on the second 
floor. 
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Exciting -New 
THREE DIMENSIONAL ORNAMENTS 


that will add zest to the 
high style snake platform shoes 


Made in Genuine Suede or Patent 
with Gray or Red Snake for Contrast 


All With Clips Attached 
$1.25 per pair Minimum Order 6 prs. 
One Week Delivery 
Samples of Other Styles Upon Request 
BOW STYLES, INC. 


1265 Broadway New York 1, N. Y. 
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GIRLS’ SHOES 


- 7s) 


GIRLS’ LEISURE SHOES 


Smooth Leather Uppers © Durable Non-Marking 
Brown Rubber Soles 
immediate 
Delivery 


F.0.8. N.Y. 
Net 10 Days 


BROWN—Sizes: 4 to 9 
Packed 34 prs. fo a case 


Also Available in Brown Moccasin Oxford 


POLONER SHOE CO. 
186 Duane Street New York 13, N. Y. 


PRICE TICKETS 





PRICE TICKETS bring sales! 


Meny Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 
20? So. STATE ST. CHICAGO 4 


Buy Savings Bonds 


August 15, 1946 




















Trade 


Literature 


Issue Effective Book 

St. Louis, Mo.—An unusually effec- 
tive piece of advertising literature, de- 
signed not to sell merchandise directly 
but to sell the idea behind the mer- 
chandise, has just been issued by San- 
dal-Craft, Inc., of this city. Bound in 
bright aluminum foil, its contents in- 
clude photographs and biographical 
sketches of company executives—the 
men and women responsible for man- 
agement, production and sales. Labor 
relations are described as “a system 
of collective cooperation” which has 
“replaced the usual bargaining basis in 
worker-manager relations.” Each of 
the eight manufacturing units elects-a 
committee which can meet with the 
company’s employee representative and 
the plant superintendent and if a solu- 
tion of the problem is not reached, the 
employee representative has the au- 
thority to appeal to the general super- 
intendent or to the board of directors 
if necessary. Every employee of this 
specialty sandal company has the pro- 
tection of group hospital insurance, life 
insurance, insurance against lost time 
and surgical benefits. 


Jarman House Organ 

NASHVILLE, TENN. — After suspend- 
ing publication during the last two and 
a half years of the war and the first 
eight months of reconversion, the Jar- 
man Journal, a house organ for Jarman 
shoe dealers, is again being published 
by the advertising department of the 
Jarman Shoe Company. 

The trade organ is devoted to advis- 
ing dealers on details of Jarman’s ad- 
vertising, promotion and merchandising 
programs, on overall plans of Jarman 
and it parent, General Shoe Corpora- 
tion, and to pass along “tips from the 
trade.” 


New Tanning Publication 
In India 


BomsBay, INDIA—A publication called 
“The Tanner” has been established here 
to give voice to the development of the 
tanning industry in India. A monthly 
periodical, the first issue was published 
in June. 

Though devoted to Indian tanning 
developments, subsequent issues will 
carry world news of the trade as well 
as general market reports. S. Raja is 
the editor of the new journal. 
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CHILDREN'S SANDALS 








“OUTDOR-EES" 
Flexible California Process 
Black Gabardine Ballet 


$2.50 


@ pair 
how. 


Outside Wedge for Outdoor 
Weer 
SIZES: 4 to 9 (half sizes), M width—invis- 
ible to insure fit. 


Packed 34 pairs to case, assorted sizes. 
Minimum Order: 18 pairs. 


Immediate Delivery 
WILLIAM COHAN CO. 


Casuals —- Sport Shoes — Slippers 
19-21-23 S$. Wells St., Chicago 6, Mi. 








CHILDREN'S SANDALS 











MeBREEN, SHOE C0. Int 


MADONNA SANDAL 


CALIFORNIA PROCESS 
BLACK CAPE SANDAL 
with JEWELED NAILHEAD TRIM 
LEATHER SOLE 


8.0.8 CHICAGO 
Sizes 4-9, Medium Widths 
18 Pr. Minimum 
IN STOCK — IMMEDIATE DELIVERY 
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Classified ad Meinl Ms 





SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











SALESMEN 


25-35 YEARS OF AGE 


One of Country's 
Leading Manufacturers 


of high grade Women’s Shoes has 
an opening for a successful sales- 
man. Must be a man of integrity 
and proven ability. Our customer 
list is comprised of the finest re- 
tail establishments from coast to 
coast. Reply in confidence, giving 
full information regarding experi- 


| LIVE WIRE SALESMEN 


to carry a complete line: Shoes, 
Slippers and Rubbers: Wondertul 
Opportunity for ambitious young 
men with thorough retail shoe ex- 
perience. Must have good personal- 
ity and be a hard worker. If you feel 
qualified to travel and capable of 
doing a real job on the road—write 
in full detail regarding experience 
and qualifications. 


ence and all pertinent matters. 


Address 217, care BOOT & SHOE RECORDER 
108 East 42nd Street, New York, N. Y. 


Address 216, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17. N. Y. 























Wan D: A TOP MAN WITH SHOE 
PACTORY AND SALES EXPERIENCE 
with Chain Operators to take full charge of 


better grade, hard leather sole indoor Casuals. entire new proposition in Play and Beach 
acturer’ ator; commission Footwear. Location in or near St. 
ey . s% backed by a large, well established . A 


’ Shoe golden opportunity for the right man. 


; r Box #203, care of Boot and Shoe Sou 
ee 100 East 42nd Street, New York 17, Taa1 Leomst ‘Beecet, Se. Lowle, ie. 


SIDE LINE SALESMAN WTD. 


S's LINE SALESMAN WANTED. Estab 
shed wholesale shoe firm handling growing 

cirls and Misses Geert, Oxted ond Bowe 
territories open. ommission is. 

TERRITORIES OPEN. full particulars. Address: Box #B-213, care of 

Address Box 201, care BOOT & SHOE eessecde Boot and Shoe Recorder, 10 High Street, Boston 
100 East 42nd Street, New York 17, 10, Mass. 


SOUrnERN AND WESTERN  TERRI- 
TORIES now open. Side Line Women’s 











XPERIENCED SALESMAN TO 
MISSISSIPPI, LOUISIANA AND TRKAS 
for manufacturer Women's 
pers. Address #188, care Boot Shoe 4 
100 East 42nd Street, New York 17, N. Y. 


SALESMEN WANTED 
PLAYSHOES and SLIPPERS, Men's, 
Women's, Children's better and cheaper 
grades. SPECIAL OR SIDELINE. ALL 








NN RETAIL AND DEPART- 
on commission basis for 


and 
Shoe Recorder, 100 
Street, New York 17, N. Y. 


. WANTED: TRAVELING REPRESENTA- 

Outstanding Sales Opportunity TIVE for South Cafolina and part of North 
= Carolina for general Line of Shoes established 
Nationally Known Manufacturer territory. very active accounts. We handle 
Men’s, Women’s, Children’s Shoes and Rubber 

OF NATIONALLY a ys sth wd Footwear. Only men of character and who will 
LINE OF HIGH GRADE OMEN’S work dilligently need apply. Please accompany 
SLIPPERS, including high nest Mules letter with full details and references and terri- 


and D’Orsays, has opening for top ex- tory covered. Address #197, care Boot & Shoe 
salesmen on commission basis ee. 100 East 42nd Street, New York 17, 


perienced 
in the following territories: 


New England 
Pennsylvania 
New Jersey 


rectte tuee State EXPERIENCED 
SALESMAN 


rience, age, references. 

Address Box 214, care BOOT & SHOE RECORDER 
for an established and outstanding 
Line of Women’s high grade Shoes 











HELP WANTED 











SALES MANAGER 


For Shoe Factory in 
Greater New York,with 
City Office, wanted. 
Specialized in Men’s 
Casuals and Slippers. 
Excellent opportunity 
for experienced man 
from the trade. Write, 
giving full details. 














100 East 42nd Street, New York, N. Y. 

for the West Coast. Man of char- 
acter and ambition required to ser- 
vice the finest stores. Wonderful 
opportunity. Write in confidence, 
giving complete history of experi- 
ence, marital status, etc. 


Address 216, care BOOT SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 


MARGTACTURER OF QUALITY SHOE 

POLIS Line secks aggressive, experi- 

who have connections with Job- 

5 eee Stores and Retail 

. Choice, exclusive terri throughout 

the country are available. line. This 
is an expansion 


Address 200 care 
BOOT & SHOE RECORDER 
100 EAST 42ND STREET 


Address #210, NEW YORK 17, N. Y. 


Strictest care 
& Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 























CLASSIFIED ADVERTISING RATES 


classified advertising is 10 cents a werd under any of our classified headings. Minimum rate is $1.80 
hen a box number is desired, addressed to any of our offices, 12 words must be added for this and charged 
own name and is used, count each word ( number is one word) at rate. 
reeuiae In advance. Send check er meney order with your y. No accounts are opened for classified 
or boxed in classified advertisements is $7.00 an inch with a maximum of 46 words per Inch. : 


for this page mast be In our New York Office 10 days preceding publication date = 
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HELP WANTED 


WANTED TO PURCHASE 


WANTED TO PURCHASE 





—_ 





OUTSTANDING OPPORTUNITY 


yosng)merried man, preferenly with 
Se rate ede ont bande 
correspondence. 


Adtrem: | a. care BOOT & SHOE RECORDER 
Se. State Street, Chicago 4, Ill. 








1215 Washington Avenue—St. Louis, Mo. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert inte cash—any quantity 
YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE Co. 





war ANTED: A TOP MAN WITH SHOE 

FACTORY AND SALES EXPERIENCE 

with Chaain operators, to take full charge of en- 

tirely new proposition in Play and Beach “Type 

Footwear. Location in or near St. 

Backed by a large, well established Beg ‘A 
opportunity ‘~ the right man. Address 

41, care Boot & Shoe Recorder, 1221 Locust 

> Louis, Mo 





PATTERN MAKER AND STYLIST—com- 
— knowledge of Ladies’ Slippers and Play- 
Permanent position. Factory located in 
Bemcoalitan ew York area. Daily output 
$000 pair. Address #219, care & 
ee. 100 East 42nd Street, New York 17, 





LINE WANTED 





WE BUY 


SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 
IRVIN RUBIN, INC. 
“The House of Jobs” 

89 READE STREET 


New York City 
Phone BARCLAY 1-7887 








YOUNG, ENERGETIC SALESMAN 


with large fellowing Department Stores, 


Address 212, care BOOT & SHOE ee 
+ ($00 East 42nd Street, New York, 











WELL KNOWN SALESMAN WITH ALL 
Na ACCOUNTS in country is avail- 
Can produce enviable sales records and 
een Address #221, care Boot & Shoe 
¥ 100 East 42nd Street, New York 





Mia, 15 pear exoer Salesman, 35 years 
3 15 years’ experience selling to Jobbers, 
and Department Stores wishes a line of 
a Men’s, Boys’ or Children’s 
references given, Address #207, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





DUSSMAN WITH Saggy — mee Rare 

located Northern Calif 
fanitinn = better rated accounts on 
territory, wants Manufacturer’s ~ag .— 
Men’s, or Children’s Dress Shoes Sport 
Welts. Can furnish excellent vehooenens. Ad- 
dress #206, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





SALESMAN WITH FACTORY AND EX- 
ECUTIVE ABILITY, 26 years traveling 
sylvania and Maryland shoe factories on 
ires new connection or will consider 

new lines to sell to strong following. Address 
£205, care Boot & Shoe Recorder, 100 East 
and Street, New York 17, N. Y. 





P SHOE SALESMAN, FLORIDA RESIDENT, 


with established trade throughout the entire 
wants Line of Medium or Better Grade 
Women’s Novelty or Conservative f 





EXPERIENCED SHOE SALESMAN desires 
reliable Line of Men’s, Boys’, Mg i 
Shoes and Slippers to cover New Manu- 
facturer or Jobber from out of com preferred. 
T have 18 years’ experience and have my own 
car. Address #198, care Boot & Shoe Recorder, 
100 East 42nd Street. New York 17, N. Y. 
ESPONSIBLE SALESMAN WITH ES. 
TABLISHED TRADE in Four Southern 
wants reliable manufacturer’s line of 
Children’s Shoes or Ladies’ Oxfords. Address 
#208. care Boot & Shoe Recorder, 100 East 
42nd Street. New Fock 17, N. Y. 
OMEN’S ARCH SHOE LINE FOR 
WA pbacdy COAST. Bnew every = large 
and small. Elaborate show rooms 3 Haas 
oma Los Angeles. John Scott Black, " Calahoe 





August 15, 1946 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 


SS Gen & ie Women and 
FOR CASH 


BROITMAN-GAFFIN SHOES, mG. 
147 Duane Street, New York N. Y. 
Telephone: Worth ad 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


58 Geade St. Mow York Ue, i. ¥. 
FOREMOST GNOS Sevens snes 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 
98 DUANE ST. NEW YORK 7, WN. Y. 
Telephone WOrth 2-2515 











WANTED 
Sell us your Factory Damaged Samples, 
Jobs and Return Worn Shoes. Highest 
Cash price paid. 
W. M. SHAFER 
Box 604 Lancaster, Ky. 


WANTED TO Buy 
Store within 250 miles 

Cheese ak doing over $35,000; a 

deal at 100%, on clean stock. 


Write Bex #115, c/o BOOT & SHOE RECORDER 
208 Se. State Street, Chicage 4, II. 




















GET TOP VALUE 
In Selling Your 
* SURPLUS or 
* COMPLETE STORE 
CAMITTA SHOE co. 


120 Ne, . 6, Pa. 
vince — LOtberd sont” 


BARIS BUYS 


Wouey, eRe? Sauaren 


FOR CASH. 
BARIS SHOE CO., Inc. 
Worte 2-5160- 

79-81 Reede St., New Yerk 7, H. Y. 














MY HOBBY 
Buying, Selling Shoes for 35 years. 
CASH TOP PRICES 
Discontinued stocks 


HARRY HESS 
1% Reade Street New York 7, N. Y. 














LINE WANTED 


YOUNG VETERAN, COLLEGE TRAINED, 
wishes represent Manufacturers of Women’s. 
Children’s, Men’s shoes; 15 years’ sales experi- 
ence, all types. Address #215, care Boot & 
a ane 100 East 42nd Street, New York 
1 ° 








SALESMAN, THOROUGHLY EXPERI- 
ENCED and ,- 8. located in East . moving 
to Los Angeles, w ies Office is 

taken. Have , ig ~B-y with and can 

all volume accounts in Texas and West 
Address #220, care Boot & Shoe Recorder, 1 
East 42nd Street, New York 17, N. Y. 





W ANTED—X-RAY SHOE FITTING MA- 
CHINE in good condition. Write: VOGUE 
SHOE STORE, Youngstown, Ohio. 





Two VETERANS WISH TO BUY FAMILY 
SHOE STORE in town of 15,000 or more. 
Prefer location in Wisconsin, Minnesota, or 
Iowa. Cash deal at 100% on_clean stock. 
Write: Leon E. Arenz, 323 Pearl Street, 
LaCrosse, Wisconsin. 


SHOE STORE WANTED, located in New 
England or Middle Atlantic States. Small 
town or city preferred. STANLEY KENGER. 
233 Migeon Avenue, Torrington, Connecticut. 


FOR LEASE 

















SHOE DEPTS. WANTED 





1*, YOU ARE INTERESTED 
WOMEN’S SHOE DEPARTM 


& Shoe Record 
2nd Street, New York 17 Y. 





FOR LEASE 


PACE pes Peta PRICED 
oS DY. YSHOES, SLIPPERS, ETC. 
a” WEAR SHOP AVAIL- 
OCTOBER FIRST. 


WILLIAM H. YOUNGS, JR., Attorney 
Columbus Bank & Trust Company Bidg. 
Broadway, Columbus, Georgia 




















POSITION WANTED 


MERCHANTS' NEEDS 


MERCHANTS’ ns 








MANAGES. BUYER for Family Shoe De 
partment, Veteran now managing a $300,- 

000 a year business. Best of fs eae | ee 

go srveiace Ss for Fy & opportunity. 

#195, care a 100 oor 

42nd Street, _ = You! 17, 








with upper Fifth Avenue’s 
style, quality shoe 
ertising and sales 


retailer. 
romotion 


selling which should prove 

a real investment to some progressive re- 

tailer or fashion shoe chain. 

Address 208, care BOOT & SHOE . 
100 East 42nd Street, New York, N 














FOR SALE 








G. I. Navy Raincoats, $3.85 each; Battle 
jackets, $9 each; Gob Hats, Pea jackets. 
Steamer Trunks; Cots; Surplus Work 
Clothing; Shoes. 

S. J. SMALL CO. 
Broadway 


1209 New York, N. Y. 











COMPLETE SET OF CHROME SHOE 

STANDS IN ALI. SIZES for two. large 
windows. ition rite for details. 
NANKIN SHOE “STORE, Ise) 8 Suu 
Street, Miami, Florida. 





ONE REESE CLICKER — SALE. o 
tury Shoe Mfg. Pa. 











NOTICE CHAIN EXECUTIVES! Will sell 
my Shoe Business (doing almost. $100. 
yearly): plus 10 year lease (lease can be 
sold); plus my building next door (two occu- 
pied storerooms, and upstairs tenants). In a 
few months I intended to ¢ this into one 
beautiful big shoe store (100% location), in 
prosperous Western Pennsylvania town: draws 
150,000 people. Account of illness will sell all 

for $100.000. Principals only, 
care Boot & Shoe posertasP 
Street. New York 17, N. Y. 





BEESWAX~—100% Pure, Domestic, 
Yellow, Refined. 80 Pound pack- 
ages or one ounce cakes. Write 
for prices, giving quantity desired. 


THE BART MANN COMPANY 
P. O. Box 186, San Angelo, Texas 

















Shoe Workers 
Contribute to UNRRA 


RocHester, N. H.—The UNRRA 
food collection fund will receive $110 
raised among the employees of two 
Rochester shoe manufacturing plants. 

Members of the Eagle Shoe Work- 
ers, Inc., local union at the Rochester 
factory of the Hubbard Shoe Co., gave 
$32.75, and the Square Deal ag a 
tion, Inc., at the Maybury Shoe Co., 
turned in $77.25. 
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CHAIN-STORE TYPE 


SHOE MAT SERVICE 


p arind “AVAILABLE 


Complete ads shipped weekly, Newest merchan- 
pm always featured. Nominal Hy Write 


A. PALAN, Advertising ond Merchandising 
Post Office Box 1 St. Louis, Mo. 














V ADVERTISING 
af): ° 
! \a ( ITAL 


—here's how to get 
More Business! 


Tk. Vincent Edwards idea Clipping 
Service has over 2,000 satisfied users. 
Eoch erder filled ‘according to “vhat 


| ll —_. wholesalers a 


You will find that a study of newspaper 
ad clippings is the —— and least ex- 
pensive way to keep in touch with whot's 


oo 

below to learn mere about 
this vohoa rie and tn eae tank 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 
World's Largest Advertising Service Organ! zatics 
342 Madison Ave., New York City 


Please tell me more about your 
paper ad cli ng. tervica ond special 
short term tric 


usually 














May Footwear Production 
Up in Canada 


MONTREAL, QuE. — Production of 
leather footwear in Canada in May 
amounted to 4,103,104 pairs, an in- 
crease of 225,052 over April and of 
767,614 over May, 1945, the Dominion 
Bureau of Statistics has reported. 

Output for the first five months of 
this year amounted to 18,989,064 pairs 
compared with 15,957,794 in the same 
period last year, an increase of 2,940,- 
270 pairs or 18.4 per cent. 


Honor War Vets at 


Tanning Company 

Penacoox, N. H.—A tribute to 53 
employees of the Brezner Tanning Co. 
here who served in the armed forces 
during World War II was paid by Brig. 
Gen. Charles F. Bowen, head of Selec- 
tive Service in New Hampshire, at dedi- 
cation ceremonies at the plant, recently. 

It was stated that 18 have returned 
and resumed work. Each has been pre- 
sented a $50 war bond in recognition 
of war service. 


FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 


FOOT COMFORT easih 
provided for hard-to-fit or 
abnormal feet. Our Sho © 





Doctor Shrinkers when used — 
with our specially pre | 
pared fluids, give th | 
proper fit to shoes whic © 
fit large around the top, 
slip at the heel, or gap at 
the sides. Any fullness or © 
5] 5.00 ae in leather or fab 
ric are easily shrunk with — 
Curved type Irea out harm. 
Special combination offer $32.50 (Ride 
included in above prices). 
Send your order or write for detail information. 


E. C. SMELTZER CO. 


pat =O SOOt 





121 EB. Sist Street, Indianapolis, Ind. ~ 





———— 





Some Improvement in 
Nevada Shoe Stock 


Las Vecas, Nev.—A check of over = 
80 per cent of the shoe departments in > 
Southern Nevada shows spotty im-) 
provement in stocks over six months 4 
ago. The greatest improvement was 
reported by shops handling women 4 
shoes in higher price brackets, and | 
hand made cowboy boots for which 
there is a heavy demand here. 

Complaints of poor quality and poor 
values were numerous from merchants 
handling low and medium priced lines. 

A slight increase in demand for) 
closed heel shoes was reported by the © 
better shops, but open heels remain | 
most popular in ladies’ wear. 


Firm to Build New Factory 


Los ANGELES, CaLir.—Seres Shoe © 
Mariufacturing Company, of 828% | 
South Broadway, Los Angeles, Calif, ~ 
has obtained O.P.A. approval for con- | 
struction of a new factory building at” 
122 Glendale Boulevard, Los Angeles. 
The one-story, concrete block structure 
will be 40 x 105 feet in area and will) 
cost $22,000. 


Russia Places Order 


With Rubber Firm 


Lima, Onto—The Gro-cord Rubber | 
Co. is readying the first shipment of 
more than $100,000 worth of shoe-sole- 
ing mats for export to Byelo, Russia,” 
officials said. The order calls for 50,000 ~ 
of the 3}-inch-square rubber mats. 


Boot and Shoe Recorder 





